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Brokers 





Here's How To Multiply 


YOUR SALES 


By making every Realtor in the Country your agent 


i 
' 


| 
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Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


®@ Show your property to 4,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


© Enable you to seli more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 
ie ascsiasseeieencitbnieiianiins $140.00 $125.00 $110.00 
NN sc ate vcndinaliobibooniih 118.00 104.00 99.00 
isn aah a Sis SSaidlcpuadianladins 84.00 74.00 64.00 
I oa sce dvecicnpdcinsuaincshtntabaraacs 64.00 57.00 54.00 
ETT 59.00 52.00 47.00 
ooo cs ccsnsonstmsvenepselanen 40.00 35.00 30.00 


RN i:cssnsenentassowersesbtpresmmassees 30.00 27.00 24.65 


Advertising copy to be mailed to: The Canadian Realtor 
24 Isabella St., 
Toronto 5, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the 7th of the month of publication. 
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The Canadian Realtor is the 
official organ of real estate in 
Canada. It is published monthly 
for the Canadian Association of 
Real Estate Boards. 
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Appraisal Section 


Good Public Relations 


In this highly competitive world, good public relations is 
of paramount importance in any business. Public relations 
is not just publicity nor can it be measured in terms of its 
volume. Public relations is just what the term implies—it 
is the relation of you personally and your organization as a 
body, with the public. Good public relations emanates from 
the mind of the individual; from his warm disposition, from 
his standards of business practice and ultimately from the 
satisfaction of his clients. Publicity carries the message of 
good public relations to a broader audience and establishes 
the required confidence. This then, can be one of the most im- 
portant functions of your magazine. Each issue finds it 
reaching a broader field of influential readers on this con- 
tinent and abroad. The value of this medium for establish- 
ing Organized Canadian Real Estate in the eyes of the world 
as a sound business organization with high professional 
standards, can never be measured in dollars and cents. The 
ultimate worth of this magazine must be measured in intang- 
ibles; the international awareness of the Canadian’s right to 
own property, the stability of our Real Estate as an invest- 
ment, the highly professional and often technical calibre of 
your knowledge in the field and finally your good public 
relations. 


* * * 


November, 1955 
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Ontario Section 


Alberta Section 


THE CANADIAN REALTOR is published monthly by Bruce Barnett Subscription rates: Canada, British Possessions and the United States 
Associates (Canada): Telephone WA. 1-3845. 24 Isabella St., Toronto of America—$3.00 a year for members of the Canadian Association 
5, Ontario. Editor—Arthur G. Roberts; Publisher and Business Mana- of Real Estate Boards. Authorized as second class mail, Post Office 


ger, Bruce Barnett; Advertising Manager—J. W. Bailey. 
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Gentlemen: 


Some of us have long admired your 
monthly publication and from time to 
time extracted some of its wisdom for 
use in our Pasadena REALTOR, with 
due credit. 


I am moved to write at this,time 
since I would like to revise our mast- 
head and set something up along the 
lines of your art work on the word 
“Realtor”. I feel you may not object 
since our circulations are in different 
areas. 


I wish our publication was large 
enough to warrant color on the front 
page; you are certainly to be con- 
gratulated on the September issue in 
brown and black. 


Alfred S. Pratt, 
Executive Secretary, 
Pasadena Realty Board, 
California. 


Dear Sirs: 


.... We frequently require the ser- 
vices of a Notary Public to witness 
signatures. As newcomers in the field, 
we are unfamiliar with Real Estate 
practices in the matter, but we feel 
that a member of our staff could be a 
Notary Public and we would like your 
opinion on the matter. 


Could you tell us if other Real 
Estate firms have their own Notary; 
and could you also assist us by inform- 
ing us of the name and address of the 
authority responsible for _ issuing 
Notaries Public certificates. 


Real Estate & Insurance, 
V. B. Strickland 
Midland, Ont. 


Ed. (There do not appear to be 
many Real Estate firms in Toronto 
who have a Notary Public on staff. 
This may be a more common practice 
in the smaller centres however. I am 
informed that in order to qualify, one 
must write to the office of the Provin- 
cial Secretary at Queen’s Park, Tor- 
onto. You will receive an application 
form which must be filled out and re- 
turned. The cost is nominal, but ac- 
ceptance apparently hinges on one 
having very good reasons for requiring 
a certificate. You could probably get 
more details from your local member.) 
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TEN LITTLE REALTORS 


Ten little realtors, cutting prices all 
the time, 
One cut too much, and then there 
were nine, 
Nine little realtors, feeling © kinda 
great, 
One forgot overhead, and then there 
were eight, 
Eight little realtors, trusting sales to 
heaven, 
Cut their advertising, and then 
there were seven, 
Seven little realtors, trying to keep 
alive, 
Two cut prices more and more, 
then there were five, 
Five little realtors, with crying towels 
galore, 
One couldn't pay his bills, that left 
four, 
Four little realtors, all so full of glee, 
One fired his salesman, so now there 
are three, 
Three little realtors, didn't know what 
to do, 
One spurned co-op, then there were 
two, 
Two little realtors, a-cutting by gum, 
One cut the other's throat, now we 
have one, 
One little realtor, left without a penny, 
He can cut no more, so now there 
aren't any! 


Broker Likes Painting 


ONE REALTOR got a 90-day ex- 
clusive listing by agreeing to paint 
the front of a neglected house, pro- 
viding the owner would furnish the 
paint. This broker advertised the 
house “open for inspection” and pro- 
ceeded with the “face-lifting’” opera- 
tion. The house was sold before the 
front was completely painted. The 
realtor lost no time as he was having 
open house anyway. The owner was 
amazed at the improvement a bucket 
of paint made. The sale completed 
the realtor tacked up the “sold” sign. 
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Are your 
resort properties 
MOVING? 


For fast action, list your summer 
resorts, motels, hotels and 
lodges in 


Canadian 


TRAVEL 


Busines; 


The voice of the Tounst Industry 


7,500 Circulation 
Every one a prospective buyer 


Write 
Box 66, Toronto 18, Ontario 
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{ new Theme, a new Scheme 


a and a new Deal 
VY 


Ontario Conference 
Mians are well underway for the 
«ost O.A.R.E.B. conference in the 
4,sociation’s 34-year history. In fact 
»< year we seem to be very much a- 
oul of former years in laying the 
‘erence foundation. All committees 

w.e been formed and are well along 

cir plans for your conference pro- 

:m and entertainment while in the 

inference city. 

Just in case you haven't heard, 
Windsor is the host board for 1956. 
rhe dates are FEBRUARY 12th, 13th 
snd lith, and it all takes place at the 
?’rince Edward Hotel. We would very 
nuch advise that this year you plan 
there and that you register 
EARLY as hotel accommodation in 
Windsor is limited. 

It certainly looks as though this will 
tw» a “New Look” conference chocab- 
ioc full of firsts. A new Theme, a new 
“cheme and a new Deal. 


The New Trend 

In a nutshell the theme is “SOME- 
THING ON EVERYTHING”. Over 
*he years we have received many com- 
;iaints that the sessions aren’t varied. 
There is nothing on Industrial Real 
}.atate, or nothing on Advertising or 
seme other important phase of real 
estate. This year we got it beat. 
There's something on everything. Pick 
‘our topic, we got it. 


*)» he 


The New Scheme 


Round table sessions. We may have 
‘adem before but never like this. 
Mss whole conference is literally a 10 
"mz circus. By that we mean that 
ere are 10 Round Tables Going All 
The Time. As we all know, round 
"vtue sessions are the best way to 
*asty exchange ideas and experiences, 
«': cn of course is the main purpose of 
sttending conferences. 

Here is a list of subjects being dis- 

sssed at the round table sessions: 

Kesidential Real Estate 

Co-operative Listings 


Commercial and Industrial Property 
Ady ertising 


Appraisals 

Darm Brokerage 
1 istings 

' inancing 


We 


‘? 


Riss. plan to have the round tables 
action during the major portion of 
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the conference. Here is the general 
program with regard to the round 
tables. REMEMBER. All round 
tables operate at the same time, and 
delegates are free to attend any table 
they want to and to move from table 
to table at any time. 
Monday, Feb. 13th 
2:15 p.m. to 5 p.m. 
Tuesday, Feb. 14th 
9 a.m. to12 Noon 
2:15 p.m. to 4:30 p.m. 


Well, there you have it. The major 
portion of the conference is round 
tables, which is designed to cover all 
phases of real estate, in order that we 
can bring the information you want 
on the subject you want. 


Package Registration 

The Package Deal is another first 
on O.A.R.E.B. conferences. This will 
solve the age-old question of Regis- 
tration fees. This year it is really 
streamlined. No tickets to buy or 
extra charges of any type, ALL 
FUNCTIONS, LUNCHEONS, DIN- 
NERS, RECEPTIONS, BUSINESS 
SESSIONS ETC., are all included in 
your registration fees. The registra- 
tion fee is $30.00 for Brokers, Sales- 
men and Salesladies, $20.00 for wives 
and guests. 


For the first time in our conference 
history, everybody is a participant in 
the actual program. There are no 
panels, few formal speeches (only one, 
other than at luncheons and dinners), 
it’s wide open for all at the round table 
sessions. PLAN NOW TO COME 
AND PARTICIPATE IN YOUR AN- 
NUAL 0O.A.R.E.B. CONFERENCE. 


There is a list of the personnel who 
are working to make the 34th Annual 
the best conference in our history. 
F. C. Corp, Toronto General Trusts, 
347 Ouellette Avenue, Chairman; Wil- 
brod Brisebois, 889 Wyandotte Street 
E., Reservation & Registration; Cliff 
Duschene, Ridout Real Es.ate Limited, 
3209 Sandwich Street W., House Com- 
mittee; Alex E. Hoffman, 930 London 
Street W., Sgt.-at-Arms; Alex W. 
Duda, 1614 Tecumseh Road E., Enter- 
tainment; Harry Kaloogian, George 
Benneian, Realtor, 569 Ouellette 
Avenue, Reception; Mrs. J. Seymour, 
George Lawton, 910 Canada Building, 
Ladies Program; Mrs. R. Barry, Foster 
& Robarts, 76 London Street West, 


BILL FOLLOWS 
EXECUTIVE SECRETARY 


Ladies Program; P. S. Jeffery, 4117 
Tecumseh Road E., Transportation; 
Tom Simpson, Canada Trust Com- 
pany, 190 London Street W., Publicity, 
Printing; Charles Stroud, George 
Lawton, 910 Canada Building, Fin- 
ance; Paul Robarts, Foster & Robarts, 
76 London Street W., Head Table; 
Ivan Thrasher, 1596 Ouellette Avenue, 
Display; R. W. Hyland, 1804 Chilver 
Road, Speakers Committee; U. G. 
Reaume, Canada Trusts Building, Ad- 
visory Capacity. 


Valuable Service 

A very valuable service of the As- 
sociation is the annual publication of 
the Membership Raster. Use this to 
the fullest extent. Refer any client 
who is moving to a distant city to a 
fellow broker in that city, who will in 
time return the favour to you. Re- 
member the old adage of casting the 
bread upon the water. 


The matter of attending annual con- 
ferences cannot be over-emphasised. 
It may be a point to mention that you 
are allowed your expenses to two con- 
ferences per year off your income tax. 

The advantages of attending con- 
ferences are of course, self-evident, in 
that the contacts you make and the 
fact that you pick up a wealth of ideas . 
from various speakers and round table 
sessions can result in a greater number 
of sales and generally more profit in 
your business. There is a true story 
told with regard to one of our promin- 
ent Realtors, in fact, the President 
of our Ontario Association, Mr. Bert 
Katz. He once attended a conference 
and picked up one idea from that con- 
ference which resulted in a sale and 
sufficient amount of commission for 
him to attend the annual conference 
of both associations for some 20 years, 
at no cost to him. You cannot afford 
NOT to attend your annual conference 
—and I mean that financially. Urge 
your home brokers, salesmen, sales- 
ladies, to attend. 

Watch in your next issue of the 
Canadian Realtor for the announce- 
ment of our “TNT” Speaker. 
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Mr. J. A. Weber, president 
of the Canadian Association of 
Real Estate Boards, is manag- 
ing-director of Weber Bros., 
Edmonton. 


Report from the 
PRESIDENT 
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Touching on Conference high spots 


September 22nd brought to a conclusion the Twelfth An- 
nual Conference of the Canadian Association of Real Estate 
Boards, and judging by all the comments I have received 
from coast to coast, it was one of the most successful con- 
ferences ever held in the history of the Association. I am 
sure that all members of the Canadian Association, whether 
present at the conference or not, are indebted to the Ed- 
monton Real Estate Boards, and their Conference Com- 
Melton and your committee, composed of Mr. Henry Flew- 
mittee, for the fine effort they put forth. Thank you Stan 
welling, as Co-Chairman, Mr. Jim Mace, Chairman of the 
Debating Committee; Mr. R. W. (Bob) Grierson, Chairman 
of the Display Committee; Mr. W. (Bill) Wheeler, Chair- 
man of the Entertainment Committee; Mr. Frank Alloway, 
Chairman of the Finance Committee; Mr. Jack Young, 
Chairman of the Head Table Committee; Mr. Norm Mc- 
Beth, Chairman of the Ladies’ Program; Mr. Don Spencer, 
Chairman of the Publicity Committee; Mr. J. C. (Chuck) 
Henderson, Chairman of the Reception Committee; Mr. 
Don Reid, Chairman of the Registration and Reservations 
Committee; Mr. Murray Beckhuson, Chairman of the 
Round Table Committee; Mr. Phil Buttar, Chairman of 
the Sgt. at Arms Committee; Mr. Gordon McAfee, Chair- 
man of the Transportation Committee; Mr. Al Mahlin, 
Chairman of the Library Committee, and our thanks too, 
to Mrs. Dorothy Bailey, Conference Secretary. 


While the Conference Committee deserve a lot of credit, 
we are deeply indebted to our American friends, who gave 
of their time and knowledge to bring us talks, that will 
stand all of us, who were present, in good stead in our work 
as Realtors. Likewise we cannot commend too highly, 
those members of the Canadian Association, who contribu- 
ted so much as speakers and participants in the round table 
discussions. 


Congratulations 


I.am sure also that the 1954-1955 Executives and Officers 
of CAREB poin with me in extending our sincere congratu- 
lations to the incoming Officers of the Association, who will 
take over on January Ist, 1956. Our heartiest congratula- 
tions to Mr. Roy Patterson, President; Mr. J. S. Stevenson, 
Vice-President; Mr. Murray Bosley, Vice-President; and 
to the following who were elected as Regional Vice-Presi- 
dents: Mr. Aubrey Edwards of Calgary for Alberta, Mr. H. 
R. Fullerton, Vancouver for British Columbia, Mr. Don 
Koyl, Saskatoon for Saskatchewan, Mr. Andrew Turpie, 
Winnipeg, for Manitoba, Mr. P. J. Harvey, Brantford for 
Ontario, Mr. George Couillard, Quebec City for Quebec, 
Mr. John Ritcey, Moncton for New Brunswick, and Mr. 
James Roy, Halifax for Nova Scotia. 


Canadian Institute of Realtors is Formed 


Under the expert guidance of newly elected Vice-Presi- 
dent, Murray Bosley, the Twelfth Annual Conference, sa 
the birth of the first Institute of the Canadian Association 
of Real Estate Boards, namely, the Canadian Institute « 
Realtors. There was an excellent turn-out of the C.I.R.’s 
and in.a series of special meetings held in conjunction with 
the Conference, the following were elected to the Govern- 
ing Council: Clair J. Cote, Calgary; E. L. Boultbee, Van- 
couver; C. E. Purnell, Hamilton; E. J. Oliver, Ottawa; B. E. 
Willoughby, Toronto; P. S. Bedford, Toronto; Arnold Burn, 
Calgary; R. J. Flatt, Fort William; D. H. Koyl, Saskatoon: 
Harold Mills, Monteal; Murray Bosley, Toronto; P. J. 
Weber, Edmonton. 


I am indeed deeply honoured on being elected the first 
President of the Canadian Institute of Realtors. I will cer- 
tainly do everything I possibly can to make the initial year 
of the operation a most successful one. I am indeed appre- 
ciative of the fine group of men, that I will have to work 
with in Governing Council, and in the Executive Committee 
composed of: Mr. P. S. Bedford, Vice-President, Arnold 
Burn, D. H. Koyl and E. L. Boultbee. 


Post Conference Progress 


The business of the Conference, as dealt with by the 
Directors, is being followed up as rapidly as is possible. 


Space does not permit going into a lot of detail but some 
of the highlights are as follows. 


Active Membership Dues effective January Ist, 1956. 
were increased from $7.50 to $10.00 per year. This should 
assist materiallly in providing adequate funds for CARES 
operations, but even so, other sources of funds will be 
needed, if CAREB is to continue to progress and provide 
the services that it should be able to give to its members. 


One of the outstanding ideas in this connection that 
arose from Conference deliberations, was a plan advanced 
by Mr. Andrew Turpie of Winnipeg, whereby, those Local 
Boards, who have Co-operative or Multiple Listing systems. 
in effect will be requested to consider providing to CAREB 
$1.00 for each Co-op sale made. While this idea is not ad- 
vanced as a compulsory measure, it is my sincere hope that 
all Boards having a Multiple Listing or Co-op plan in opera- 
tion, will see fit to assist CAREB in this manner. If they do. 
I feel that our financial problems, will in part be solved, 
without burdening too heavily the individual members. 


Arrangements were also made to insure the continuation 
of our new publication, The Canadian Realtor, which pub- 
lication has met with much enthusiasm. 


Continued page !5 
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Your Appraisal Editor, J. |. Stewart is 
a graduate of Toronto University and 
Osgoode Law School. He has studied 
Business Administration and Appraisal. 
Mr. Stewart is Appraisal manager at 
Shortill & Hodgkins Ltd., Toronto. 


—— 


Accrued Depreciation 


by A. D. MacKenzie 


An estimate of value may be determined in many ways. 
A Realtor will automatically think of comparable sales 
and estimate the market value. An investor or owner will 
think of its future benefits and estimate the income value. 
The builder will estimate the cost of construction as his 
yardstick of value. These are the three groups most in- 
terested in real estate. Therefore, no appraisal procedure 
is complete without consideration being given to the 
reasoning of each. As a result, we have three approaches 
to real estate value— 

1. The Market Approach. 
2. The Income Approach. 
3. The Cost Approach. 


In your last issue of “The Canadian Realtor” Mr. R. A. 
Davis thoroughly discussed the use of the cost approach 
in determining the value of a building. The three main 
steps in the cost approach are— 

1. The estimation of the land value, if vacant. 
2. The estimation of the cost of the improvement, new. 
3. The estimation of the deduction for depreciation. 


No cost approach to value is complete without a thought- 
ful conclusion for each step. No appraisal is better than 
its treatment of the last step, the depreciation deduction. 


Depreciation can be described as the loss in value from 
any cause; it may also be thought of as being the difference 
between the current reproduction cost of the building and 
its current market value, less the value of the site. Depre- 
ciation in buildings begins when they are erected, some- 
times before, and terminates when they are of no more 
use. The Appraiser approaches his problem at some mo- 
ment within the life span of the property. At this moment, 
the life depreciation of the property is divided into two 
parts—Future Depreciation. Past (Accrued) Depreciation, 


Future Depreciation : 

Future depreciation refers to the amortization in the 
future, of the value of a building. It is a methoil of re- 
capturing your investment in annual amounts, usually 
from the income stream. For this reason it is always used 
in the income approach to value. 

Past (accrued) depreciation is a single item, a lump sum, 
Which is deducted from the reproduction cost of an im- 
provement in the cost approach to value. Accrued depreci- 
ation is made up of three parts—Physical deterioration. 
Functional obsolescence. Economic obsolescence. 


Deterioration 


Physical deterioration is the loss in value through wear 
and tear, weathering, disintegration and use in service. The 
rate of deterioration naturally depends a great deal on 
the everyday maintenance program. Deterioration also 
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A. D. MacKenzie, B.A. 
Sc., M.A.I. was born in 
Ontario in 1920. He 
graduated in civil en- 
gineering from Toronto 
University in 1943, 
spent a short period 
with the army Engi- 
neers, followed by a 
year with the Founda- 
tions Company where 
he directed construc- 
tion. He joined the 
firm of Craffe, Mac- 
Kenzie and Ray Ltd., 
Real Estate Appraisers, 
about 10 years ago and 
is now vice-president of 
the firm. 


includes the lessening of value in such stable items as the 
structure, the heating, plumbing and electrical systems. 


Obsolescence 

Functional obsolescence is the loss in value due to the 
inability of a building to perform the functions for which 
it was designed. One bathroom in a four bedroom house 
is a functional fault. Others are excessively high ceilings, 
a poor room arrangement or obsolete architectural style. 
Any factor which prevents maximum service or utility is 
a point of functional failure. 


Economic obsolescence is loss in value due to some 
change outside of the property. Neighbourhoods change 
as they increase in age. Large dwellings become rooming 
houses, small industries work in and properties are put to 
undesirable uses. Such encroachments lower the general 
values of a neighbourhood. They are completely outside 
the property in question. Anything affecting the character 
or degree of utilization brings economic loss, such as zon- 
ing regulations that prevent maximum utility, or over- 
production of the type and character of property. 

The measure of accrued depreciation in a property is its 
relative desirability when compared with a new and sup- 
posedly perfect property. Such depreciation can be 
divided into two forms, curable and incurable. 

There are many methods of estimating the amount of 
accrued depreciation. The best known are— 

(1) The straight line method. 
(2) The cost-to-cure method. 
(3) The annuity method. 
(4) The sales method. 
(5) The observed condition method. 
Continued page |4 
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If you are arranging a new building 


for lease there is much liaison work 


to be done between your client, investor 


and builder so don’t overlook... 





How your Architect can 


by 
Jack Weir 


Weir & Cripps, Architects 


To use Architectural services, re- 
quires a knowledge of what Archi- 
tectural services are. 

What service can the Architect ren- 
der in assisting the client and the Real 
Estate Broker in arranging the new 
building. When acting in his full capa- 
city an Architect is a combination of 
legal advisor, engineer, business ad- 
visor and an artist in matters pertain- 


help You 


ing to new construction. The Archi- 
tect’s experience in these fields is 
available to a client and to a Broker 
they know when and how to ask the 
Architect’s advice. 


Three Categories 

The Architect’s services roughly 
fall into three categories, first the ad- 
visor, second recorder of technical 
facts to form the basis of an agree- 
ment and thirdly arbiter of the agree- 
ment. Let us assume that a Broker 
has been contacted by a principal who 


desires to lease Industrial property. 
In the very preliminary stages, the 
Broker may wish to discuss with the 
Architect the princip:!’s problems, 2s 
the Broker sees them and at this stage 
the Architect may assist the Broker 
by contributing the Architects point 
of view while the Broker is makins 
his initial appraisal and screening of 
the contract. 


Site Selection 
Further advice will be profitable in 
relation to the selection of the site as 











it fulfills the client’s requirements 
from the Architect's point of view, and 
the principal and Broker may wish the 
Achitect’s appraisal of the client’s re- 
quirements and the cost of construc- 
tion to meet these requirements before 
proceeding to the purchase or option 
) of any piece of property. 


One of the factors affecting the cost 
of leasing will be the cost of construc- 
tion and with this information toget- 
her with the other factors, the Real 
Estate Broker may make an estimate 
of the approximate range in which 
the rental should lie for the building 
that is required by the Principal. 


Preliminary Sketches 

When the approximate rental which 
may be expected is known, the princi- 
pal must assess his willingness and 
ability to pay a rental within this 
range and assuming that this is satis- 
factory, the Architect would be in- 
structed to prepare preliminary sketch 
drawings for discussion with the 
Principal 

The Architect would make a thor- 
ough study of client’s requirements 
and with his knowledge and experi- 
ence of construction methods and 
costs a set of sketch drawings would 
be prepared which describe the physic- 
al requirements of the client’s build- 
ing, as they relate to the particular 
iot on which the client wishes to io- 
cate. 


Good Presentation 

A finished presentation by the 
Architect will do much to influence a 
client’s desire to continue his negotia- 
tions. A sufficient time should be al- 
lowed for the Architect to prepare a 
perspective drawing of the building 
which will enable the client to visual- 
ize his finished building. With these 
drawings and a written outline of 
construction requirements it should be 
possible to make a very accurate esti- 
mate of the cost of such a building 
and to confirm the previous rental 
estimate made by the Broker. Some 
revisions may be made at this time 
to bring the cost into line with the 
allowable cost. It would be possible 
at this stage to obtain from an Invest- 
or a rental committment if the build- 
ing requirements were relatively stan- 
dard and not too complicated. 


If, however, the building is compli- 
cated and involves unusual construc- 
tion of any type, it is desirable to pro- 
ceed with the final working drawings 
from which the Investor may compile 
accurate detailed construction costs. 
A much more accurate picture of cost 
may be obtained from the final work- 
ing drawings than is possible from 
sketch drawings. In the event the 
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client wishes the Broker to obtain 
competitive lease prices from a num- 
ber of Investors, it is very desirable 
that the working drawings be pre- 
pared before the final rental figures 
are obtained. 


Otherwise it is inevitable that each 
person figuring the cost of the job will 
make variations in interpretation of 
the sketch drawings and this will not 
result in truly competitive figuring, 
and the results of such competition 
will neither work to the principal's 
maximum advantage nor be fair to the 
investors. 


Working Drawings 

It is in any case advisable to have 
the working drawings, and final spec- 
ifications prepared in detail before any 
final binding agreement is signed be- 
tween the principal and the investor. 
The working drawings and specifica- 
tions form the legal description of the 
building which is the subject of the 
lease and although to most people a 
building is a building there are in fact 
a multitude of ways which any one 
particular detail of construction may 
be completed each one of which will 
vary in satisfaction and there is a 
tendency on the part of many prospec- 
tive lessees and perhaps many Real 
Estate Brokers to feel that the con- 
struction details are relatively unim- 
portant. It is only good business, how- 
ever, on the part of the Principal, 
Real Estate Broker and Investor to in- 
sist that the details be worked out in 
advance and agreed upon to prevent 
any misunderstanding or unreasonable 
interpretation on the part of the prin- 
cipal or Investor. It is well to remem- 
ber that the total sums involved in 
rental will exceed the cost price of the 
building. 


From a Broker’s point of view, he 
cannot escape from either the satis- 
faction or the dissatisfaction which 
may result to the Principal as a result 
of all these negotiations and the com- 
pleted building, there are frequently 
many details of the principal’s manu- 
facturing or warehouse operations 
that will require co-ordination with 
the work of constructing the building. 
The decision should be made and rec- 
orded in the plans and specifications 
to demarcate between what is in the 
lease and what is to be provided out- 
side the lease. 


Building Supervision 

It is not usual for all these to be- 
come apparent before completion of 
the detailed plans. When we reach 
the stage that the lease is signed and 
building is ready for construction, in 
many cases, the Architect’s services 
are terminated. We, as Architects, 


feel that this is short sighted planning 
on the part of all parties and that it 
would be advantageous to the Real 
Estate Broker, the Principal, and the 
Investor to have the Architect super- 
vise the construction of the building. 
The position of the Architect after 
construction starts differs from that 
during the period of preparation of 
plans. 

Once the construction is started, the 
Architect assumes the added role of 
the Arbiter of the contract and while 
working for the Principal and being 
paid by the Principal and responsible 
to the Principal it is his duty to be 
impartial, in his interpretation of the 
contract. The Architect continues 
through the construction period to act 
on behalf of his Principal to clarify 
additional detail and to add his experi- 
ence to that of the building superin- 
tendent to assure that construction 
problems and revisions are solved in 
the most satisfactory manner, and 
recorded as changes to the original 
contract. 

The Architect’s position may be 
questioned in a lease construction be- 
cause the investor continues to own 
the building whereas the lessee has an 
interest only in its occupation. It 
should be pointed out, however, that 
any organization who intend to use 
a building for ten, fifteen, or twenty 
years should be as vitally interested 
in the details of construction and fin- 
ish as a company purchasing the build- 
ing outright. During the construction 
period, there are always many re- 
visions to the client’s requirements as 
well as substitution of materials made 
necessary by supply and actual job 
conditions. These conditions apply 
equally to a building being built for 
lease or a building which is being 
built under contract for ownership by 
the Principal. 

The Architect’s position as skilled 
advisor to the principal will result in- 
a building which is more suited for 
use, lower in maintenance and making 
unnecessary, changes in the accom- 
modation shortly after the tenant 
takes possession because of lack of 
planning or suitable use of material. 

A great responsibility is placed on 
the Real Estate Broker when he ar- 
ranges a lease between an investor 
and a principal to assure client satis- 
faction and in many cases the manage- 
ment of the company involved are ac- 
cepting the responsibility of guiding 
their construction through to the fin- 
ished product with little or no experi- 
ence in this field. The Architect is 
trained and equipped to fill the gap as 
arbiter between Principal and invest- 
or and because of his unique position 
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What the Suburbs are doing 


to Cities 


The rapid flight of retail businesses to the booming suburbs 
during the last ten years has forced many businessmen in the 
heart of the city to take a sharp look at the future. In some 
centres the trend has turned into a downright battle waged in 
newspaper advertising, give-away incentives, and three ring 
circuses to capture the customer. Here is a piercing analysis of 
the reasons and problems involved, from an address at the 
Annual Conference. 


by 
Larry Smith 


Larry Smith & Company, Seattle 


This is obviously an extremely com- 
plex subject and while everyone who 
is interested in the problem of the 
central business district in our Cana- 
dian and American cities would like 
to have a simple yes or no answer to 
the question, I am afraid that such a 
clear-cut answer is not available. 


I have repeatedly made the state- 
ment that the growth of certain types 
of commercial property in our sub- 
urban districts should not be con- 
sidered a flight to the suburbs as it is 
sometimes described, but is rather a 
manifestation of the rapid growth of 
population which has been taking 
place in both Canada and the United 
States. In making this statement, I 
have not in any way wished to mini- 
mize the effect of this growth of sub- 
urban development on the downtown 
business district which varies in sever- 
ity from city to city, but simply to call 
attention to the fact that the develop- 
ment of commercial real estate in the 
suburbs is not by any means a new 
phenomenon. 


Studies Made 


Studies have been made in the 
United States as far back as thirty 
years ago concerning the extent to 
which retail trade was being conducted 
in suburban districts rather than in 
the downtown business district and 
while those studies were not very ex- 
tensive they indicated that in cities of 
more than 750,000 population, at least 


65% of the retail trade was at that 
time being conducted outside the cent- 
ral business district. This, of course, 
was long before the common use of the 
automobile as a means of shopping 
transportation and least fifteen years 
before the development of the sub- 
urban shopping centre in the form 
which is now found commonly in al- 
most all our cities. 


Suburban Growth 


In my own office we have made 
rather extensive studies of more than 
200 cities in the course of our work 
and it has become apparent to us that 
the extent of commercial development 
in the suburbs is rather closely re- 
lated to the amount of population in 
the particular city under discussion. 
It is characteristic that certain types 
of retail trade, such as the sale of 
foods, are conducted primarily close 
to the place of residence. It is also 
characteristic that the sale of certain 
types of merchandise, such as high 
priced clothing for both men and wo- 
men where the total volume of busi- 
ness in any particular city is likely to 
be limited, is conducted primarily in 
one central business district which al- 
most invariably coincides with the 
central business district of the city 
itself, although not always. 


Growth and City Size 
Consequently, it is our opinion that 
this growth of retail trade done in the 
suburbs is related to the growth of 
the city and has came into prominence 
during the last fifteen years on ac- 
count of the tremendous acceleration 
of the population growth in both our 
Canadian and United States cities. As 


a result of this growth, cities are pass- 
ing from the 50,000 population classi- 
fication into the 100,000—in some 
cases within a period of 10 to 15 years 
and on account of the fact that the 
larger city has always had a greater 
development of suburban retail trade 
than the smaller city, the taking on 
of the normal characteristics of the 
larger city hds created an impression 
of a flight to the suburbs, although 
actually it merely represents the 
normal growth processes accelerated 
to the extent that population growth 
is accelerated. 


Adjustment Difficult 
However, this rapid growth in itself 
makes it difficult for the central busi- 
ness district to adjust itself to the 
changing conditions. Suburban reai 
estate, on account of its lack of sub- 
division into small tracts and ability 
to be controlled by a single owner. 
lends itself to comprehensive develop- 
ment within a period of two or three 
years, whereas the property in the 
central business district, on account 
of its multiple ownership and the 
difficulty of getting unified action. 
finds it impossible to resist rapid de- 
velopment of that character. 


Contingent Factors 

As a result, it appears that the seri- 
ousness of the effect of the develop- 
ment of suburban real estate on the 
central business district will depend 
on certain factors: 


1. The size of the city. The effect 
will be more severe in the larger 
cities than it apparently is in the 
smaller cities although that is not 
necessarily the case. 
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2.The aggressiveness of the subur- 
ban development. In some citiés 
the suburban property and sub- 
urban development is in the hands 
of owners who are extremely ag- 
gressive and competent and, as a 
result, the effect on the central 
business district in those cities 
appears to be more severe. 


8 The ability of the community at 
large and of the owners of the 
downtown district to 
adapt themselves to the changing 
conditions and to maintain a sub- 
stantial volume of business in the 
downtown business district. There 
are certain cities where the de- 
partment stores and large prop- 
erty owners, as Well as the muni- 
cipal community itself, have been 
willing and able to take aggres- 
sive action in resisting the trend 
to the suburbs and have main- 
tained a typical balance between 
the two areas. 


business 


.The physical adaptation of the 

city to automobile traffic. In some 
cases the layout of the city hase 
facilitated the movement of auto- 
mobile traffic into the downtown 
business district. In other cases 
congestion has resulted on ac- 
count of the topographical layout. 
This is one of the very important 
factors in determining the extent 
of the injury to the central busi- 
ness district. 


. The characteristics of the city as 

far as its normal use of single 
family dwellings or of multiple 
family housing for the service 
of its population. 


6. The activity of the public trans- 
portation system, its health and 
vigor and the aggressiveness of 
its management. 


These are only some of the factors 
that bear on the situation, but they 
are the most important ones in deter- 
mining the extent of the effect on the 
central business district. 


Comparisons Difficult 

An attempt has been made in the 
United States in some of the univer- 
sities to measure statistically the ef- 
fect of this growth on the downtown 
values, but as far as I know these 
studies have not been conclusive be- 
cause we have other factors operat- 
ing at the same time. It is difficult to 
determine the extent to which any 
variation, either upward or down- 
ward, in the central business district 
values can be related directly to the 
improvement of suburban real estate. 


The difficult factors, of course, are 
the following: 
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.The change in the purchasing 
power of the dollar and its effect 
on downtown values. 


2. The extent to which the values of 
property in the better part of the 
central business district are limi- 
ted by long leaseholds. 


.Trends of value in the central 
business district, either upward or 
downward, due to other factors 
entirely unrelated to the develop- 
ment of the suburban growth. 

Although it has not been possible to 
measure the effects statistically, it is 
well known by everyone engaged in 
the real estate business that there has 
been an effect and that in some cities 
the effect has been very serious. 


It is important to realize that the 
reasons for the growth of suburban 
retail development can be justified, as 
well as the factors which represent 
the strength of the central business 
district. Rather comprehensive stud- 
ies of customer motivation have been 
undertaken recently in the University 
of Ohio and the results of those 
studies have been published by Mr. 
C. T. Jonassen and certainly merit 
the study of anyone who is interested 
in this problem. From these studies 
certain things are apparent: 


1. That the downtown business dis- 
trict has many strengths which 
it will not be easy for the sub- 
urban districts to overtake, at 
least in cities of less than, say 
2.5 million population. These 
strengths are related primarily 
to the fact that customers find 
that they have a better selection 
of merchandise, better selection 
of prices, more frequent bargain 
sales, better access to public 
transportation and more conveni- 
ent reasons for meeting their 
friends taking shopping trips from 
other parts of the city, better eat- 
ing facilities, and more errands 
that they can accomplish at a 
single time in the downtown busi- 
ness district. This group of atti- 
tudes indicates a very strong posi- 
tion of the central business dis- 
trict and represents the factors 
that the central business district 
can emphasize in resisting the 
suburban trend. 


.It is similarly apparent that the 
weaknesses are those that re- 
late primarily to convenience in 
traffic and the problem of care of 
children during the shopping 
trips. 


The extent to which any deteriora- 
tion of value may continue in the cent- 
ral business district, is likely to be 
related to the aggressiveness of the in- 
terested people in attempting to cure 


these weaknesses and to emphasize 
the strengths that appeal to the shop- 
per on whom the health of the retail 
district depends. Certainly suburban 
real estate development is not going 
to be eliminated altogether, but it may 
be limited to the extent that would 
represent normal relationship provid- 
ing the greatest combined convenience 
to the customer for both downtown 
and suburban shopping. 


Apathy of Central Areas 
The problem is essentially the 
apathy and slow approach to the im- 
provement of the central business dis- 
trict. This is caused by a variety of 
factors: 
1.Suburban development can be 
planned in large scale plots for 
the utmost convenience of the 
customer. 
. The downtown appears to resist 
improvement, partly on account 
of the inability of trustees to com- 
mit their property to action, part- 
ly on account of the fear of the 
property owner of the costs that 
may be involved, partly on ac- 
count of indifference of both land- 
lords and tenants feeling that 
somebody else will take care of 
the situation, partly on account 
of the conviction that some prop- 
erty owners have that the muni- 
cipality should take the action by 
application of the tax revenue to 
cure the situation. 


.In some cases, there is a very 
proper feeling that property 
rights might be limited by any 
effort to compel property owners 
to join in any kind of a compre- 
hensive scheme for improvement 
of the downtown business district. 


Problem of Concern 

This element is one which has given 
a great deal of concern to practical 
men who are trying to find a solution. 
to the problems of the central business 
district. 


The problem, of course, is that with 
the very small subdivision of holdings 
in the central business district, it is 
almost impossible to get organized 
action where it is required for pro- 
tection of the central business district 
and even to obtain consent to meas- 
ures for protection of pre~erty in the 
central business district by provision 
of off-street parking, off-street load- 
ing zones, change in direction of the 
flow of traffic, elimination of parking 
from the streets to provide greater 
freedom of movement for vehicular 
traffic, including public transporta- 
tion, and such other measures as are 


Continued page 24 





ee 


ol ee alee Senin’ 


ma + sie Dantes tile ian satan sitcmaellate aN e 


— 


a err Se al 





“| a F 
—y a: § 
oa 
nae { a 
a | ,¥ ; 3 
3 4 a 7 : ~ 
‘| . mf 5 ‘ . 4 
; 5% J 
i a 
: : 
“* 8 a 
. WH) ah 
} ~ 
j o> — a 
| : : / 
' = , 
} ae 
5 
t 
i 
a a a a a a Rl un de ae ne ee ee arte 2 i aa rs 


-- ey, “TFT COP ET m gras 


SOE apmememer ne ee ae 


; 
j 
tie 


te 


SBS 


Ah Sl et a cl Ale dete 
re 
‘ 
f. eats | 
” 


vi 
cena nih ates nasa nin i aR ttn A Sa PaO DE 


ee ee ee eee oe _ 


Here is part of the plant where 63°, of Ontario's Real Estate signs are alias From a small start in 1937, this firm 
has expanded to 10,000 square feet entirely devoted to the production of Realtor's signs. Quality, says Mr. Bell, 
been the keynote of our success. The men above are preparing signs by the silk screen method; drying racks are at right. 


Are Your Silent Salesmen 


SELLING? 


Your sign must be your trademark providing instant recognition 


... it should be dignified yet sufficiently impressive to tell 


your sales message at a glance. 


by Ken Bell 


High-class stores spend a great deal 
of time and money to make their shop- 
windows an attraction for the passing 
public. The real estate broker can- 
not display his wares by this method 
of concentration and must therefore 
find an alternative medium to draw 
the passing client, besides assuring 
him of the first-class quality of the 
property and services offered the pros- 
pective buyer by you. 


Signs strategically placed and well 
made will tell the prospect day after 
day, rain or shine, that you have the 
property for sale. The salesman in 
your office appreciates the help that 
signs provide. 
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It is, however, the civic duty of the 
broker to present his “case’”’ in as 
dignified a manner as possible—vet at 
the same time impressive enough to 
further the interests of the parties 
concerned. Would you allow a down- 
at-heel salesman to represent you? 
Your sign is a silent salesman, and a 
shoddy sign can have the same nega- 
tive effect. 


Better Signs 

Today, the need is for more and bet- 
ter signs. Standardization of colour 
styles and size is important for the 
realtor. Your sign is your trademark 
and it should be readily recognizable. 
Colour combinations are important not 
only for identification purposes but 


also from a legibility point of view. 
Usually red, black and white are ac- 
cepted colours for real estate signs— 
although other combinations, notabiy 
yellow and black, can be read more 
easily. 

Our experience has also shown that 
the kind of type used can make or mar 
your sign—and therefore your busi- 
ness. In this age of speed no-one has 
time to read—much less decipher—a 
sign, this must register AT ONCE. 
Neither script nor ultra-modern let- 
tering are advisable. The simpler your 
sign the better. Be clear and concise. 
We would like to illustrate below what 
we mean about the significance of the 
type employed: 
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FOR SALE 


Too fat 


FOR SALE 


Too thin 


FOR SALE 


Just Right 


New Processes 

There are two relatively new pro- 
cesses now being used in the sign busi- 
ness that can increase the value of the 
sign to the realtor. One is the fluores- 
cent paint which heightens the read- 
ability of the message during both day 
and night. The other is a reflective 
coating which makes your name or 
message stand out with added clarity 
at night. These can be read at 1000 
feet by a passing motorist. At first the 
fluorescent pigments did not stand up 
to weathering conditions but this pro- 
blem has been overcome and it is now 
possible to produce signs using this 
medium which will stand up to the 
most adverse weather conditions with- 
out fading or discoloration. The im- 
portance and economy of this kind of 
advertising is only too apparent be- 
cause your signs are working for you 
24 hours a day. Both of these kinds 
of signs shine out a brilliant message 
in the light of passing head lights. 


Effective Medium 


One large Canadian real estate en- 
terprise has stated that despite their 
use of all types of advertising media— 
newspapers, radio, word of mouth— 
the use of signs on property has proved 
the most effective by far. Your ads 
may refer to a certain property in a 
pleasant residential section of the city, 
giving some relevant data but rarely, 
if ever, giving the exact location. And 
that is what the prospective client 
really wants to know. 


If a sign on the property catches the 
the eye of a passing client and he gives 
you a call, then he has already given 
it an external once-over and is now 
ready for you, the real estate broker, 
to sell him the interior. If he has al- 
ready accepted the street, general 
neighbourhood and outward appear- 
ance of the property, then he is a good 
prospect and if he does not clinch a 
deal on the original inquiry will most 
probably settle for another of your 
Properties in that area. By using signs 
you can increase the results of your 
newspaper advertising, The two 
should work hand in hand. 
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Exclusive Signs 

When listing property, the real es- 
tate broker would do well to keep in 
mind that if he is unable to obtain ex- 
clusive rights on listings he may be 
able to do so with regard to signs. It 
should be comparatively easy to con- 
vince the owner that too many signs 
on the same property only serve to de- 
value it in the eyes of the prospective 
buyer. 
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Ken C. Bell was born in Toronto in 
1910, spent his youth in Ottawa. He 
started in the sign business at the age 
of 18. With a wealth of experience 
in all phases of the sign business he 
started up on his own in 1937. He is 
proud of his United Empire Loyalist 
ancestry. 


What’s more, imagine the time-con- 
suming oecupation of a prospective 
client wandering aimlessly in an en- 
deavour to pinpoint where, when and 
what property is available when a 
simple sign, at one initial cost, could 
facilitate the search. 


History 

Signs have a long and varied history. 
Since the beginning of trade, men have 
devised ways to establish prestige, tell 
the public about their wares, reach 
buyers, develop markets and compete. 
Ancient “posters” were clay or stone 
tablets, inscribed with hieroglyphics 
or letters. Signs in red and black— 
printed on walls in Rome, Herculanum 
and Pompei two thousand years ago-— 
are perhaps the earliest examples of 
“selling copy” in advertising. One sign 
unearthed in Pompei advertised a 
gladiatorial fight and headlined “an 
awning to keep off the sun” in the 


same manner as modern movie hotses 
boast air conditioning. In Rome, some 
of the walls in the most frequented 
parts of the city were used as adver- 
tising stations or bulletin boards, and 
on them was painted information 
about houses for rent—a step toward 
the advertising of realtors today. 


Signboards were the principal form 
of advertising when the Pilgrims land- 
ed at Plymouth in 1620. Signs identi- 
fying inns and tobacco shops were the 
first true advertisements on this con- 
tinent. 


Recent Survey 

The results of a recent survey illu- 
strate that signs come a very close 
second as a selling medium for real 
estate. The reason for this? The sign 
is relatively low cost and continues its 
job as long as it is in place. Not for 
one day, or two, but for week after 
week until it has completed its work 
of selling the property for you. 


From the sign the prospect has all 
the essential information at a giance. 
Your name, address and telephone 
number. As you know if a client has 
need of leafing through a telephone 
directory in order to find your office 
he will frequently forget the whole 
thing and call up the enterprising 
realtor who has thought to make this 
information readily available. 


A badly placed sign can ivse you 
business. Why not a two way sign so 
that no matter the direction from 
which a client approaches the property 
its information will be readily seen? 

Successful real estate brokers say 


that up to 25% of their total adver- 
tising budget is spent on signs. 


There are a great many aspects of 
this specialized field we have learned 
through the years and all this experi- 
ence is available to our clients. 


When we started the business in 
1937, this was a hole-in-the-corner af- 
fair doing hand-painted signs and 
covering an area of 350 sq. it. This 
rapidly increased to 3500 sq. ft. and 
the new plant covers 10,000 sq. ft. with 
an extensive parking area, spacious 
offices and excellent shipping facili- 
ties. 


It has always been our policy to 
produce quality signs with the result 
that today we still reta.n the business 
of our original customers. 


We have established a reputation 
countrywide for the utmost depend- 
ability in the manufacture ot quality 
signs for our distinguished clients. 
whose needs receive our careful and 
skilful handling at all times. 


Continued page 23 
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Results count... 


Printing that is well planned 
typographically and clearly pro- 
duced on paper ideally suited to 
its needs is much better equipped 
to achieve the results expected 
of it. 


When you secure printing of this type 
produced under ideal conditions by a 
well-trained staff, you are getting 
much greater value for your printing 


dollar. 


On your next printing order 


Call EM pire 8-3484. 


NORTHERN MINER PRESS LIWVITED 


116 Richmond Street West, Toronto 


ne LONG 


and the short 


of itis... 


YOU GET 
RESULTS! 


when you advertise 
your properties in 





Globe and Mail 
Want Ads 


CALL OR WRITE 


Toronto, Ont.— 
140 King W., EM. 3-5331 


Hamilton, Ont.— 
474 Talbot, JA. 7-6605 


Montreal, Que.— 
1117St. Catherine W., MA. 6948 


London, Ont.— 
70 Carling, 2-1993 


St. Catharines, Ont.— 
24 James, MU. 2-4411 





______ APPRAISAL SECTION 


Continued 


Probably the most used method is a combination of th: 
straight line method and the cost-to-cure method. 


Straight Line Method 

The straight line method is an age-life guide. The 
theory is that depreciation accrues proportionately to age 
that a building whose age is one-quarter of the estimate: 
total useful life will suffer an accrued depreciation in ar 
amount equivalent to one-quarter of its cost of reproduc- 
tion as of the date of appraisal. In a building estimated? 
have a total useful life of 100 years and it is 25 years old 
depreciation will accrue at a rate of one per cent per vear 
and the 25 year old building will theoretically have de- 
preciated 25 per cent or one-quarter of the reproductior 
cost. Similarly for a building considered to have a tota! 
useful life of 50 years, depreciation will accrue at the rat« 
of two per cent per year. 





This straight line method proposes that building is the 
proper improvement of the land and that the building has 
been well maintained to date of appraisal. In other words 
it is a method of estimating much incurable physical de- 
terioration. When excessive depreciation in the form of 
physical, functional or economic factors occur, the ap- 
praiser must resort to other methods usually the cost-to- 
cure method. Such estimated amounts will be in addition 
to that arrived at by the straight line method. 


Cost-To-Cure Method 


The cost-to-cure method is a device for use in the 
measurement of excessive depreciation. It can be used to 
cure all accrued depreciation. However, it becomes am- 
biguous when an appraiser tries to estimate the life of a 
foundation, to take one small part of a building. and the 
cost to cure its ills. The method, as the name implies. is a 
matter of estimating the amount of money required to re- 
pair or replace the needing parts of a building, adding the 
amount to the straight line amount and deducting the 
total from the reproduction value. 


Excessive physical deterioration which may be cured is 
often caused by deferred maintenance. Simple examples 
are roof replacement and decorating. Excessive functional 
obsolete items which may be cured at cost are an obsolete 
kitchen or bathroom. Excessive functional obsolete items 
which cannot be cured may be a poor room arrangement or 
construction. Frequently room sizes cannot be changed be- 
cause of bearing partitions and the cost involved. The 
measure of this item is the capitalized value of the loss in 
rental value due to this condition. 

Economic obsolescence, as described earlier, can almost 
always be classed as incurable. It is a fault outside of the 
property and for that reason it is suffered by both the 
land and the building. That part borne by the land is 
automatically accounted for in a separate valuation of the 
land by the comparison approach. Economic obsolescence 
is also measured by capitalizing the loss in rent due to the 
cause. The amount obtained in this manner is then divided 
between land and building, proportionately, « .ing the ratio 
of land value to the depreciated cost of the normal build- 
ing. The building portion is then added to the normal de- 
preciation found by the straight line method. 

Accrued depreciation is then the total of the above esti- 
mates; straight line depreciation often called normal de- 
preciation; excessive physical deterioration, curable; ex- 
cessive functional depreciation, curable and incurable and 
economic depreciation. The total is then deducted from the 
replacement cost new. If reproduction costs are used (the 


| 





costs required to reproduce an identical building) rather 
than replacement costs (those to produce an equally de- 
sirable structure) additional functional losses must be de- 
ducted. Such losses are frequently due to old fashioned 
architectural design and heavy construction. 


Annuity Method 


The annuity method for estimating accrued depreciation 
y nvolves the use of a capitalization technique in the cost 
:pproach. It is actually a method of appraisal. The net 
income to the building and its number of years of useful 
life must be estimated. Using a proper capitalization rate 
the present worth of the income stream is calculated and 
this is considered to be the value of the building. This 
value is then deducted from the reproduction cost of the 
huilding and the difference is the accrued depreciation. 
rhis method supposes that the income will continue in 
equal annual payments for the remainder of its useful life. 


Sales Method 


The sales method is a comparative method. Using a 
known comparable sale an appraiser must break down 
the sale price into land value, if vacant, and the remainder 
to improvement. He then estimates the cost of the im- 
provement new and the difference of the two building 
values is the depreciation. This amount is then applied to 
the property being appraised. This method is helpful as 
guide only if the two properties are comparable in every 
respect and if the comparable sale is a fair market value. 


Observed Condition 


The observed condition method is a slow and difficult 
task for most appraisers and should be left in the hands 


of a competent engineer or inspector. Under such condi- 
tions it is a sound method. It is the process of inspecting 
a property piece by piece, comparing it with a 100 per 
cent property and making a total estimate of accrued de- 
preciation including all the factors both inside and outside 
the property. 

I have outlined briefly the various components that enter 
into the depreciation factor. It is one of the most import- 
ant steps in a sound appraisal and must be handled with 
skill and good judgment. Remember, no appraisal is better 
than its treatment of the depreciation deduction. ® 


President's Report continued 

The Housing and Statistical Committee, which is under 
the Chairmanship of Mr. Norman McFarlane of Ottawa, 
will no doubt by the time this report is read by you, I have 
sent out questionnaires concerning Co-operative sales in 
Canada, and it is hoped that the results will be ready for 
publication by the first of the year. It is hoped that the 
new Housing and Statistical Committee, which will take 
over from January Ist, will be sending out a questionnaire 
dealing with advertising. The results of which should be 
most interesting. 

I do however, want to assure you, that all the decisions 
made at the Conference will be followed up vigorously dur- 
ing the balance of my term of office. I know that President- 
elect Roy Patterson and his Officers and Executive Com- 
mittees, will provide all the effort and ability necessary 
to carry out the policies decided upon at the Conference, 
while, no doubt, introducing much that is new, that will 
contribute materially to the success of our organization. 


Jack Weber, President 


A GREAT NEW 


MODERN PLANT 


to produce the best 


REAL ESTATE SIGNS 


Your appreciation of the superior- 
ity of our services has made 
necessary this expansion. Our 
enlarged facilities will permit us 
to provide even better service 
than ever before. 


41 DOVERCOURT 2 
TORONTO - LO. 0401 


ASSOCIATE MEMBERS TORONTO REAL ESTATE BOARD 
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THE ONTARIO REALTOR 


EXECUTIVE COMMITTEE 
Bert Katz, President, Ottawa 
C. R. Whitney; Vice-President, Kitchener 
Regional Directors: F.C. Corp, Windsor; L. J. 
Smythe, Hamilton; W. J. Nix, Toronto; R. J. 
Flatt, Fort William; F. N. McFarlane, Ottawa. 
H. W. Follows, Secretary-Treasurer, 

1883 Yonge Street, Toronto 

Ontario Section Editor, 

F. N. McFarlane 





Toronto Board host to 
International President 


The Directors and Past Presidents 
of the Toronto Real Estate Boards 
were the hosts at a reception for Dr. 
H. Juilliard, President of the Inter- 
national Federation of Real Estate 
from Geneva, Switzerland. Dr. Juil- 
liard was in Canada on the joint invi- 
tation of the Canadian Association and 
and T.R.E.B. following his attendance 
at the N.A.R.E.B. conference in New 
York. 


This was Dr. Juilliard’s first trip to 
Canada and he was tremendously im- 
pressed with the growth and size of 
Canada and the positive and progres- 
sive attitude of the people. He es- 
pecially noted the younger people in 
executive positions in Canadian Real 
Estate as compared to Europe. 


He felt that the well-stocked larder 
of the Super Markets was an excel- 
lent indication of the prosperity of 
Canadians in general. 


From a Realtor’s point of view, Dr. 
Juilliard was well aware of Canada’s 
record as the country with the highest 
percentage of owner-occupied housing 
in the world (60%). He estimated 
that in Switzerland the figure would 
be around 30%. However, he felt that 
with all the land available in Canada 
homes and apartments should not be 
built so close together. In Switzerland, 
he pointed out, apartment buildings 
must have at least as much land be- 
tween the buildings as the combined 
height of both buildings. 


President W. H. Dobson of the 
T.R.E.B. conducted Dr. Juilliard 
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Dr. H. Juilliard, president of the International Real Estate Federation was the 
guest of the Toronto Real Estate Board recently when he visited Canada. Left 
to Right: W. H. Dobson, President of T.R.E.B., Dr. H. Juilliard, W. H. Bosley, 


E. W. Gladstone and A. O. Meredith. 





through the Toronto Board Offices and 
outlined the functions and services of 
the board. Dr. Juilliard felt that there 
were possibly more sales made in the 
city of Toronto in one month than were 
made in his country in one year. He 
felt that Europeans on the whole tend- 
ed to move from home to home less 
frequently than Canadians and many 
homes in Europe have been in the same 
family for generations. 


When leaving Canada Dr. Juilliard 
stated that he could now see why 
Canada, a country of only 16 millions, 
exercised a greater influence on in- 
ternational matters than the popula- 
tion indicated. 


Brockville 


The regular Meeting of the Central 
St. Lawrence Real Estate Board was 
held Tuesday evening, Oct. 25th, at 
the Golden Oak, Maitland, Ontario. 
This was a dinner meeting with full 
course turkey dinner with all the trim- 
mings and refreshments. Our speaker 
was Mr. Phil Seagrove from the 
Hamilton Real Estate Board who gave 
a very interesting talk on Co-Opera- 
tive Listing and Selling. One new 


Broker—Mr. Gordon W. Thom, Mor- 
risburg, Ontario, expressed his desire 
to join our Board which will be taken 
care of and reported later to the On- 
tario Association. 


St. Catharines—Niagara 


The St. Catharines-Niagara Real 
Estate Boards are still looking for a 
name for their news bulletin and are 
offering $5.00 prize for the one selec- 
ted. They are offering another $5.0‘ 
for the winning design of a suitable 
crest for the Board. 

” i & 


Bert Katz, President of the OAREB 
and Les Smythe, Regional Director, 
attended and addressed a joint meet- 
ing of the St. Catharines-Niagara and 
Welland Boards early this month at 
Prudhommes. St. Catharines was host 
Board and the program included a re- 
ception and dinner. 

a * * 

Investigator: ‘Don’t you know you 
can’t sell Real Estate without a 
licence?” 


Salesman: “I knew I wasn’t selling 
any but I didn’t know the reason.” 
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Edwin J. Strachan 
Education Director T.R.E.B. 


Mr. Strachan grew up and went to 
school in Kingston, Ontario. He has 
lived in Toronto since 1933 when he 
entered the Real Estate business with 
his uncle, the late A. B. Law, J.P. 


He went overseas with the First 
Canadian Division in 1939 and served 
as a Superintending Clerk until the 
end of the war, having attained the 
rank of Warrant Officer CL. 1. He 
was responsible for the clerical train- 
ing of large numbers of personnel. 
After the cessation of hostilities Mr. 
Strachan attended lectures at the Uni- 
versity of Reading and London Uni- 
versity where he obtained the inter- 
mediate degree of B.Sc. in Economics. 


On returning to Canada, he re- 
entered Real Estate, taking over the 
office in which he had started, in 1949, 
when he became a broker and joined 
the Toronto Real Estate Board as an 
Active Member. 


After six very successful years of 
Real Estate practice he sold his busi- 
ness in the spring of this year and re- 
turned with Mrs. Strachan for a four 
months visit to Europe. Wishing to 
remain in touch with Real Estate in 
1 less active role than direct selling, 
he accepted the assignment of Direc- 
tor of Education in the Toronto Real 

Estate Board in October, 1955, con- 

‘tinuing without interruption the 

schedule of courses in Fundamentals 
of Real Estate, Part I and Part II. 


Mr. Strachan is succeeding Mr. C. E. 
Cox who resigned on October 30th. 
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The Ontario Association 
of Real Estate Boards 
34th Annual Conference 


DISPLAY COWTEST 


This year’s exhibit will be open to all agent members of 
O.A.R.E.B. We cordially invite you to take part and 
look forward to seeing your Display. 


1. All entries must be shipped to the Headquarters of- 
fice of the Convention, not later than Saturday, Febru- 
ary 11th, 1956, and no entries will be accepted after that 
date. Following is the address: 


O.A.R.E.B. Display Committee, 
c/o Ivan W. Thrasher, 

Prince Edward Hotel, 
Windsor, Ontario. 


2. A plaque will be awarded to the best single exhibit of 
the show regardless of classification. This plaque is to 
be kept by the winning display entrant. Other awards 
wili be recognized by ribbons. 


3. Due to limited space we would ask the exhibitors to 
send displays that will cover no more than 4 x 8 and 
preferably smaller. 


4. Judging will be on both group and individual items. 
Single items will be placed under different miscellaneous 
categories. 


5. While it is not mandatory it will facilitate the as- 
sembling of the material by the committee and accrue 
to the benefit of the exhibitor if the material is presented 
in an attractive manner. For example in many in- 
stances, cellophane or page protectors can be used to 
advantage. 


6. All materials submitted (preferably in duplicate) 
must be unmounted and shall be limited to:- 


(a) Classified advertising 

(b) Display advertising (newspaper or window) 

(c) Direct mail pieces such as:- 
(1) Sales letters 


(2) Brochures (residential, industrial or 
commercial or subdivision) 


(3) Postcards 
(4) Self-mailers. 


(d) Listing forms and applications to purchase 
(e) Sales Aid. 


If you have any good idea not covered in the above, 
please submit it and we will make every endeavour to 
display it. Gather together samples of your best ma- 
terial and join with your fellow Realtors in displaying 
your outstanding idea. Don’t be disappointed. Get your 
material in early. 
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IN WINDSOR IT’S 


U. G. REAUME 


LIMITED 


Residential, Commercial, 


Appraisals, 


Property Management, Farms, 


Summer Properties. 


EVERY INQUIRY 
PROMPTLY ANSWERED 


176 London Street West, 
802 Canada Trust Building 


REALTOR — 
GENERAL INSURANCE 


Telephone CL. 4-9289 





SERVING 
CANADA'S CAPITAL 
since 


1917 


Leddy-McFarlane Ltd. 
REALTORS 


198 Bank St. - 
2-4854 


Ottawa 


EVERYBODY 


reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 
THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 
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Last month the Kitchener Waterloo Real Estate Board honored its Past Presi- 
dents with a dinner. During the evening Mr. Cyril Demara, Past President > 


N.A.R.E.B. presented Mr. George Whitney with an Omega Sigma Rho meda! 


Gi- 


lion. Front row, left to right are: Pat Harvey, M. B. Shantz, Harry Hennrich, arc 
A. K. Cressman. Back row, H. W. Follows, Bert Katz, H. Bacher, A. Bender, R. 
Breithaupt, Cyril Demara and George Whitney. 





Allan W. Treleaven 


Mr. Treleaven is the new General 
Manager of the Toronto Real Estate 
Board who succeeded Mr. H. W. Hood 
on October 24th. 


Mr. Treleaven is 32 and was born in 
Lucknow, Ontario where he received 
his education. He entered the Real 
Estate business in Toronto where he 
has been operating his own business 
and has been a member of the Toronto 
Real Estate Board for eight years. 
In 1954 he served on the Co-op Com- 
mittee and on the Membership Com- 
mittee during 1955. 


Kitchener-Waterloo 


Last month a dinner was given b: 
the K-W Real Esate Board to honor 
the Past Presidents of the Board and 
their wives. During the evening, Mr 
Cyril DeMara, a Past President of tne 
National Association of Real Estate 
Brokers of America, presented Mr 
George Whitney with the medallion 
of the Omega Sigma Rho (old-time 
Realtors) Fraternity. It is a very 
singular honour to be chosen as a 
member of this Fraternity and we be- 
lieve Mr. Whitney is only the fourth 
Canadian ever to be admitted. In order 
to qualify, the Realtor must have ser- 
ved a term as an executive of the Na- 





















tional Association and be chosen un- { 


animously by the other members. 


Mr. H. W. Follows, Secretary of the 
Canadian and Ontario Associations ot 
Real Estate Boards, announced that 
among the original.60 charter mem- 
bers of the Canadian Institute of Rea!- 
tors, there were two well-known 
Kitchener Realtors, Mr. George Whit- 
ney and Mr. Alf Bender. This Insti- 
tute was established to promote higher 
professional standards of Real Estate 
practice and candidates for admission 
to the Institute have to pass a three- 
year course through the University ot 
Toronto, at the end of which time the} 
will be given a degree designation in 
Real Estate. At the present moment. 
there are 198 people taking the course 
at the University. 


Following the dinner, those present 
were entertained by the Paul Brothers 
and Shirley, a comic singing team. 
and Cy Leonard, a ventriloquist. 























Mr. Pat Harvey of Brantford, the 
Ontario Regional Director of the 
Canadian Asociation, then introduced 
Mr. Bert Katz, the President of the 
Ontario Association. Mr. Katz gave a 
very interesting talk, during which he 
mentioned that on his travels in On- 
tario in the past ten months, he had 
yisited 16 Boards and he had found 
everywhere in Ontario, including the 
‘North Country” there was a higher 
volume of Real Estate sales than ever 
tefore and the economic picture before 
us looked even better for 1956. He 
also stated that the Real Estate 
Boards in all communities had firmly 
established themselves and were re- 
cognized now throughout Ontario by 
the public at large 

The Co-Op Listing System had be- 
come an outstanding success. In many 
smaller centres, practically all sales 
are being made through this system. 
Recently, he had toured the Near East 
and he was impressed that wherever 
ownership of property by the majority 
of people was becoming possible there 
had been established a democratic 
form of government. By encouraging 
a wider ownership of Real Estate, 
tealtors were helping to preserve the 
democratic way of life. 

Mr. Katz presented honour scrolls 
of service to the Past Presidents of 


Realtors 


LET US SAVE YOU MOiey 





the Board, Mesrs. Moses B. Shantz, 
Garfield Cressman, Rudolph Breit- 
haupt, A. J. Bender, George Whitney, 
Harvey Bacher, Harry Heinrich and 
to the widows of the late Mr. Hes- 
senaur and Mr. Clare Snider. Miss 
Anne Schmalz and Mr. Wilfred Bitzer, 
the two Past Presidents, unfortunately 
were unable to attend. Their scrolls 
were given to Mr. Dick Whitney, the 
present President of the Board, who 
presided at the meeting. Mr. Abram 
Wiebe, Secretary of the Board, thank- 
ed Mr. Katz for coming to visit Kit- 
chener and bestowing on our City the 
honour of having such a prominent 
member of the Real Estate profession 
visit our community. 

The present executive of the K-W 
Real Estate Board consists of Mr. C. 
Richard Whitney, President, Mr. Wes 
Callander, Vice President, Mr. Abram 
Wiebe, Secretary and Mr. Peter Della- 
Porta, Treasurer. 


$300,000 Month 


During the last month, Kitchener- 
Waterloo Real Estate Board sold over 
$300,000.00 worth of Real Estate 
through their Photo Co-Op Listing 
Service. Practically all Brokers are 
now members of the Board.. The 
Board is continuously being looked to 
by the Public City Officials and other 





for advice and assistance with Real 
Estate problems. 

The Kitchener-Waterloo Board is 
also carrying out a regular display ad- 
vertising in the local press to promote 
Photo Co-Op Listing System and draw 
public atention to the Board’s work 
and the advantages of dealing with 
Realtors. 


New Entrance System 


The Kitchener-Waterloo Real 
Estate Board in an effort to ensure 
a higher standard of practices by its 
Members, has introduced a new sys- 
tem to handle applications for en- 
trance to the Board. 

An intended applicant must now file 
a cheque for $200.00 with his signed 
Application for Membership. On re- 
ceipt of this, the Secretary institutes 
an exhaustive inquiry, by contacting 
all Brokers and obtaining reports 
from other sources on the background 
of the applicant. If it is then decided 
by the Executive that the man is suit- 
able for admission, he is advised that 
he has to sit for a written examination 
after a certain waiting period to be 
fixed by the Directors and that if he 
passes this examination, he will be 
admitted to the Board, as a probation- 
ary member for one year. 


Continued next page 


Realtors 


Have Confidence 


on your office 
stationery and printing 
requirements 


We will be glad to quote on your 
letterheads, envelopes, cheques, 
business forms and direct-mail ad- 
vertising. Quality printing at rock- 
bottom prices. 


Mail sample copy to:— 


In Their Greatest 
Advertising Medium 


. . -yes during the first nine months of 
this year the 78,579 “Properties for 
Sale” advertisements in The Star 
certainly indicates a much greater 
confidence in that newspaper, since 
during the same period there were 
only 43,724 ads in the second paper and 
12,863 in the third paper. 


PRINTING & DESIGN SERVICE 
392 Bay St. 


Toronto 


TORONTO DAILY STAR 
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Founded 1896 


REAL ESTATE 
RESIDENTIAL 
COMMERCIAL 

FARMS 


INSURANCE 
PROPERTY MANAGEMENT 


Roy Building - Halifax, Nova Scotia 


ROY LIMITED 





Many — realtors have 
found the general in- 
surance business a pro- 
fitable sideline to real 


estate. 


Our group of indepen- 
dent. companies  pro- 
vides the necessary fa- 


cilities. 
Ae 


WE WILL FORWARD 
INFORMATION ON 
AGENCY APPOINTMENTS 
ON REQUEST 


Massie and Renwick Ltd. 
COMPANY MANAGERS 


800 Bay St. Toronto 





COAST TO COAST 


At the end of the year, a vote is 
taken by the Directors and if it is 
decided to admit him to active mem- 
bership, he then has to pay a further 
fee of $300.00. During the probation- 
ary period, he is liable for all normal 
Board dues. 

All new salesmen entering the 
Board, also have to pass an examina- 
tion within one month after receiving 
their license and in the event that 
they fail the exam, must pass another 
exam within one month after writing 
the first exam. During this probation- 
ary period the new salesman is not en- 
titled to receive or work on co-opera- 
tive listings, but may attend Board 
Meetings. In the event that the sales- 
man fails the second examination, he 
must be immediately discharged by 
the member office concerned. No 
salesman so discharged may be en- 
titled to work for a member office for 
a period of one year after discharge. 


Hamilton Co-op 

In the month of September, 1955, 
the Hamilton Real Estate Board Co- 
Operative Group exceeded Three Mil- 
lion Dollars for the first time in its 
history. The actual dollar volume on 
sales was $3,033,869.00. This repre- 
sented 296 sales and an increase over 
September, 1954 of $1,340,954.00. 

As of the end of October, business in 
1955 done through the Co-Operative 
System is between 25 and 30 percent 
greater than that done in 1954, with 
37% of listings submitted being sold. 
It is anticipated that also for the first 
time, the total dollar volume of sales 
will exceed Twenty-five Million. 


Sales Conference 

The Conference Nov. 4th was a huge 
success with over 380 in attendance, 
many out of town Boards being repre- 
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sented in large numbers, to wit: Tox. 
onto, 39; Kitchener, 30; Niagara Fa}}< 
20; London, 36; Brantford, 23: <s; 
Catharines, 14; Oakville, 17; Trafai. 
gar and many others. 


In addition to the two speakers, our 
own Bert Katz, President of the On. 
tario Association was the guest spea'. 
er at luncheon and the Mayor, Lo: 
D. Jackson brought greetings from th. 
city. 

In the morning, Arthur R. Storm. 
past district president of the New 
Jersey Association of Real Esta: 
Boards, conducted a sales Clinic. 
warned the delegates that the day o: 
the fast dollar was gone and 
them that more courtesy and servic: 
would be necessary in today’s com- 
petitive conditions. 


During the luncheon Bert Katz, 
president of the Ontario Association 
of Real Estate Boards, outlined th: 
aims and duties of the organization. 


He reported that during a recen: 
tour of 17 Ontario cities he found 
general picture of increased real estat 
activity, greater volume of sales and 
general optimism. 


The afternoon speaker was David 
L. Montonna, internationally-know: 
iecturer on mortgage lending and ap- 
praisals. He stressed the importanc 
of a second knowledge of the values 
of the property and real estate beinz 
sold. : 

He said the recent seller’s market 
has enabled many with little know- 
ledge of real estate to make a good 
living, but warned that unless dealers 
kept informed and abreast of all trends ; 


they would find the going tough. 





He stressed the importance of ; 
sound, valid appraisal of a property in 
the light of all conditions before at- 
tempting to make a sale. 
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West Vancouver 


At the regular monthly meeting 0! 
the West Vancouver Real Estate 
Board, the following officers were 
elected to serve in 1956: President, Ted 
Henderson; Vice-President, Art Lans- 
ley; Secretary, John Hawkins: Direc- 
tors, Alton E. Hoover, D. A. B. Mac- 
Pherson. Norman Tustin; Past-Presi- 
dent, Col. T. Williams. 


Installation of officers took place 4‘ 
the annual dinner party held Nov. 10th 
at Canyon Gardens, Capilano. 


“We feel that we are fortunate in 
having secured such a strong slate v! 
officers and it augurs well for our con- 
tinued growth in 1956.” 
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The Vancouver Real Estate Board is well equipped to 
build its Multiple Listing Sales. Above is their printing 
department with a new Multilith press in the foreground. 
Another press can be seen beyond and a mailer. 
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Vancouver aiming at three million 
month on Multiple Listings before “56 


Vancouver Starts Big 
Promotional Push 


The Multiple Listing Sales of the 
Vancouver Real Estate Board are 
soaring to new heights ana being 
backed up by the Publicity and Public 
Relations Committee through news- 
paper, radio, T.V. and billboard ad- 
vertising. They announce that a new 
12 month contract with Channel 12 
(KVOS) has been signed for three one 
minute spots per week. Twenty 
seconds of each spot is taken up with 
a punchy cartoon to put across the 
sales message. They say, “On all our 
advertising we try to punch the word 
Realtor (we wonder when we are go- 
ing to get the name registered? If we 
don't, we are spending a lot of money 
for nothing’). 


Multiple Listing Sales 


July $2,573,507.00 
August $2,739,464.00 
September $2,825,338.00 


Our goal — a three million dollar 
month before the new year. 


To further promote the term “Reai- 
tor”, the Vancouver Board has adopted 
a new Emblem which they believe will 
create interest in every province. It 
is expected to be in use shortly. They 
are supplying this Emblem in the form 
of a large decal to all Realtor Offices 

and installing them on the office win- 
(ews of charge. They are also 

‘upplying all Realtor salesmen with a 
smaller decal for their car windows— 
also Free of charge. P.S. “We're 
determined to put this word Realtor 
over to the public.” 
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Another form of promotion they 
have adopted is the publication of a 
Diary Year Book for their member- 
ship at a cost to the members of only 
$1.50 per copy. The Year Book, besides 
containing daily reminder sheets will 
have a 2 year calendar, amortization 
table, Vancouver Postal Zone map, 
important dates pages, memorandum 
section, complete list of the members, 
directors, committee chairmen and 
committees, code of ethics, constitu- 
tion, scale of commissions and fees, 
multiple listing rules, regulations and 
fees. Through the sale of advertising 
in the Year Book, they are able to 
produce it at little or no cost to the 
Board and make it available to mem- 
bership cheaper than any ordinary 
diary could be purchased at a sta- 
tioners. 

As a final thrust they have con- 
vinced the B.C. Telephone Company 
to put a “Realtor” section in the clas- 
sified yellow pages of their directory. 
Needless to say most Realtors will be 
listing their firm names under the new 
classification. They feel pleased by this 
recognition because it has taken two 
years of effort to bring it about. 

The Vancouver Publicity Committee 
also obtained a four page write-up on 
the Edmonton Convention in the west 
coast Journal of Commerce. 


Vancouver Reports 
On Convention 

On behalf of the Public Relations 
& Publicity Bureau of the Vancouver 
Real Estate Board, I wish to report 
that Canada’s largest real estate con- 
ference, held in Edmonton was a great 
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The mailing room is well organized for fast efficient work. 
Releases, listings and other data sheets are piled on table 
and centre shelf so girls can work both sides in preparing 
mailing packages. Stamp machine speeds work. 


ae St rte Cale at eet idl 
This picture gives some idea of the 
Vancouver Board's spacious Board 
room. 
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success. Mr. R. A. Patterson of Mont- 
real was elected as the next president 
of C.A.R.E.B. He also is the first 
Canadian to serve on the governing 
council of the American Institute of 
Real Estate Appraisers. Col. Herbert 
R. Fullerton, president of V.R.E.B., 
was elected as regional vice-president 
of C.A.R.E.B. for B.C. Me. FE. 1. 
Boultbee, president of Boultbee Sweet 
Ltd., Vancouver, and Mr. Russel Ker, 
of Ker & Stephenson Ltd., of Victoria 
were elected to the governing council 
of the Canadian Institute of Realtors. 
B.C. is well represented. 


Blane, Fullerton 
& We 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 


517 Hamilton St., Vancouver, B.C. 
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Mr. Mark W. Cummings 


ALBERTA ALBUM 


A thumbnail sketch of your fellow Realtors 
in Alberta so you'll know who's who. 





Mr. Cummings is a true Canadian 
and real westerner with a firm belief 
in the value of the friendly personal 
contact in business dealings. He was 
born in Manitoba in 1901 of Irish and 
Scottish parents which may account 
for his mixture of business acumen 
and genial friendliness. 


He was educated in Saskatchewan 
where he joined the staff of the Union 
Bank of Canada at the age of 18, 
where he remained until it amalgama- 
ted with the Royal Bank of Canada. 

In 1936 he ventured into the Real 
Estate and Insurance business in Ed- 
monton and has continued in the same 
office until the present date. Mr. Cum- 
mings has always been a firm believer 
in the benefits of organized Real 
Estate and helped in the organization 
of the Alberta Real Estate Associa- 
tion. He drafted the first code of ethics 
and set of by-laws for that body. 

Over the years he has held almost 
every possible office on the different 
Boards with which he has been associ- 
ated. He has been president of the Ed- 
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Real Estate 
Association 


monton Board, president of the Al- 
berta Real Estate Association and 
Regional Vice-President of the Cana- 
dian Association of Real Estate 
Boards. 


At present he is managing director 
and part owner of Western Canada 
Appraisal Company Ltd., as well as 
owner and manager of The Cum- 
mings Agencies, Real Estate and In- 
surance Brokers. 


He has always put his trust in the 
small office with the personal touch 
rather than the larger establishment. 
Since his success has been built on 
this premise, he feels that a personal 
contact and an honest deal will pro- 
duce better results in the long run, 
than in a volume based on heavy ad- 
vertising schedules. 


Mr. Cummings is a strong family 
man who is proud of his two sons 
and twin daughters as well as his wife 
who has been a real help-meet over 
their 27 years of married life. He is a 
Presbyterian and teaches a Sunday 
school class of 14 boys. 





Edmonton Board 

The Edmonton Real Estate Board 
was indeed proud to be the host at the 
recent convention held at the Mac- 
Donald Hotel in Edmonton. The 
bouquets for the success of this con- 
vention go out to Stan Melton and his 
committee, who did, without doubt, 
one of the most outstanding jobs of 
organization that has ever been seen 
in Canadian Real Estate Association 
meetings. Registration-wise, the Con- 
vention topped all previous conven- 
tions with a total registration of 553. 
This will be reduced by 13 who did 
not show up at the convention. These 
figures were not needed to express the 
success of the convention. All one 
needed to do was to talk to any of the 
delegates who came to Edmonton from 
as far East as Halifax and as far West 
as Victoria, to know that the conven- 
tion was a howling success. 


Primarily, conventions are held for 
the education of those attending. In 
this department we did exceedingly 


EXECUTIVE COMMITTEE 


Stanley Melton, President, Edmonton 

A. M. Edwards, Vice-President, Calgary 
Directors: G. Magnussen, Lethbridge; E. 2 
Wiseman, Red Deer; H. Molstad, Edmon:-- 
D. Johnston, Calgary; E. J. Card, Cards:- 
W. Frank Johns, Secretary-Treasurer, 
308—8th Avenue West, Calgary 


well. The line-up of top men fr 
Canada and the United States did 
excellent job and everyone went au 
feeling they had really learned som=- 
thing at this convention. The pane... 
were extremely well conducted a:d 
well attended. 


Fellowship too, enters into any cc 
vention and in this department it was 
also very successful. Many old faces 
and a large number of new ones weve 
here. We were sorry to see that such 
old timers as Andy White, Stewert 
Roy, Bert Willoughby, Dean Mans~1! 
and many others were not here. We 
know that although they were not here 
personally they were here in spirit. 


Entertainment of course is alwa-s 
considered a big part of the conven 
tion and here again we scored. The 
highlight of the entertainment, 
course, was the Western party which 
took place at Lakeview Pavilion. 
spite of the inclement weather we had 
an excellent turn-out of this party. Tre 
weather throughout the whole conven 
tion was not conducive to good ente:- 
tainment starting with a tremendou 
storm on Monday night which pre 
vented many of us from attending the 
Winnipeg-Edmonton football game 
However Lakeview Hall was more 
than adequate to handle the more 
than 600 people who attended the 
party and a great time was had by 
everyone. 
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One of the most notable features of 


the convention was the attendance 2t 
the meetings and banquets. This : 
the first convention that we have 
seen in a long time that did not have 
enough tables set for the variou 
luncheons and banquets. The atten- 
dance at these functions was ver) 
gratifying and helped us maintain a 
good balance financially in the con- 
vention. 
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There is always the windup of such 
affairs as these which usually leaves 
a little sadness on the part of some 
of the delegates. We do not feel tha! 
the delegates left Edmonton feelings 
sad about this convention. They have 
a hearty invitation to come back again 
and we do feel that the majority vo! 
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tne delegates are looking forward to 
their next trip into Edmonton, wheth- 
er itis toa convention or on business. 
\We at Edmonton would certainly like 
+o see many of the friends and ac- 
uaintances from this meeting come 
sack and drop in on us at any time. 
fhe Edmonton Real Estate Board is 
ndeed proud to have been able to en- 
‘ertain such a fine group of people as 
were here during the 1955 convention! 


Jack Haliburton, 
President 


Post Convention 
Ramblings 


The 1955 Convention headquarters 
juieted down to a whisper last month, 
hut throughout agency offices in the 
City we found that discussions were 
still being carried on by agents and 
salesmen. This is as it should be. 

Incidentally, I think the weather- 
man must have had a grudge at some 
f us as the Saturday following the 
Convention dawned bright and sunny. 

Our Edmonton Board and its mem- 
bers were very pleased to have had the 
honour of being your host for the 12th 
Annual Convention of the Canadian 
Association of Real Estate Boards. 
The feeling here is that you were a 
grand bunch of people to entertain. 
Your co-operation and “spirited” par- 
ticipation made our task easier. The 
goodwill and fellowship you displayed 
has made our members more deter- 
mined than ever to make each annual 
convention in the future a means of 
renewing those acquaintances they 
made at Edmonton. 


We would like to take this oppor- 
tunity of wishing the new Executive 
every success in their endeavours for 
1956, and we sincerely hope to be at 
the next Annual Convention with 
Realtors across Canada. 


Lethbridge 


The regular meeting of the Leth- 
bridge Real Estate Board was held 
at the Marquis Hotel on 3rd October, 
18 members being present. 

Link Coward, President and Gordon 
Reeves—our delegates to the National 
Convention—gave inspirational re- 
ports on the Convention held in Ed- 
monton 17-21 Sept. 

Following these two most interes- 
ting and informative talks, a lengthy 
discussion was held on the merits of 
Co-operative listings. 

However, due to the magnitude of 
this item, the thoughts on forming a 
Co-operative Listing Bureau here in 
Lethbridge were tabled until the next 
meeting, 

Short discussions on salesmanship 


and ethics ensued, these proved en- 
lightening. 
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Edmonton 


First of all, hearty congratulations 
to the Canadian Realtors on their new 
publication. The boys in our office are 
still reading and rereading your July, 
August and September issues, and 
everyone is enthusiastic about the ex- 
cellent and varied articles. 


Please convey the Edmonton Real 
Estate Board’s appreciation to all the 
people who made the new Canadian 
Realtor possible. 


The Question Box 


This question comes from the Co- 
operative Listing Bureau in Edmon- 
ton and is: 

“What system of handling Co-op 

Listings do salesmen in Co-op 

Bureaus across Canada use?” 


Edmonton has tried spring loaded 
aluminum binders, which are very 
good until you receive approximately 
60 to 80 listings, then the spring un- 
loads. 


Your suggestions are invited. 


Manitoba 


The large delegation of W.R.E.B. 
members who were in attendance at 
the recent Convention have by this 
time recovered from the effects of the 
incomparable hospitality shown them 
at Edmonton. Everyone was enthusi- 
astic about the Convention and whole- 
heartedly agreed “that one thought 
pays the shot’, and they all hope to be 
on hand next year in Halifax. 


During September Winnipeg offici- 
ally opened the new Midtown Bridge 
and Thruway. Another noticeable 
change in the landscape of Winnipeg 
during September was the absence of 
the street cars. Winnipeg Public 
Transportation, until further notice, 
will be handled by trolley and diesel 
buses. 


Voters of Winnipeg this Fall will be 
asked to support another new bridge 
and thruway for the northend portion 
of the City. We expect freeways, 
which have already been proposed, 
will be a realization in the not too 
distant future. 


Bang! Bang! Bang!—percentage of 
sales to listings 50.6% for september, 
and for the year 45.66% and the Co-op. 
is still well over the top. 


At the recent general meeting of the 
W.R.E.B. the delegates who were in 
attendance at the conference in Ed- 
monton gave a summary of what took 
place at the Conference. This was 
very well received by a large and en- 
thusiastic turnout of realtors and 
salesmen. 


International Co-op 


As one of the Vice-Presidents of 
International Real Estate Federation, 
Mr. Gladstone has two major pro- 
jects to be completed before the 7th 
annual conference in Vienna in June 
of 1956. The first project is the pre- 
paration of a brief on ways and means 
of establishing a co-op listing system 
on the international level. Such a plan 
would operate somewhat similarly to 
the Ontario Association Co-operative 
system but of course deal with larger 
investment type of properties. 

Mr. Gladstone has been very suc- 
cessful in developing an International 
clientele and feels that the develop- 
ment of an international co-op would 
be of benefit to Canadian Realtors and 
to Canada at large. He feels that a 
suitable and workable system could 
be devised and operated through the 
International Federation to the mu- 
tual benefit of world realtors. 


Realtor Tour 


He would certainly appreciate any 
suggestions or recommendations from 
C.A.R.E.B. members as to the pos- 
sibilities and methods of forming such 
a co-operative listing system. 

In addition to the brief on Inter- 
national Co-op, Mr. Gladstone is trying 
to organize a Realtors group to attend 
the Vienna Conference in June, 1956. 
Realtors from across Canada are in- 
vited to travel as a group through 
parts of Europe. If sufficient interest 
is shown, Mr. Gladstone would arrange 
to visit various Real Estate Boards in 
Europe and view real estate projects 
in the European cities. 

Last year a similar project was ar- 
ranged and conducted by N.A.R.E.B. 
for the Geneva Conference. Anyone 
interested in such a plan can obtain 
information either direct from Mr. 
Gladstone in Toronto, or through H. 
W. Follows, Secretary of C.A.R.E.B. 


Silent Salesmen 
Continued 


So much so that the original staff of 
two (myself and my wife) has now 
increased to 14. These include highly 
qualified technical and art advisers—- 
men who have spent a lifetime in the 
industry. 

Among the services we provide free, 
are sketches and layouts for signs, 
copies of present signs, development of 
your own ideas or creation of new 
ones. 


We specialize in a rapid service to 
out-of-town Real Estate brokers and 
it will readily be seen that our terms 


Continued next page 
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are exceptionally favourable to the 
distant customer. No matter what 
method of delivery and regardless of 
the distance involved, there is no 
charge to our customers for packing, 
delivery and shipping. 


We discontinued all commercial 
work in 1942 in order to specialize in 
Real Estate signs and services exclu- 
sively. This has since proved so suc- 
cessful that today we produce 63% of 
all the Real Estate signs used in the 
Province of Ontario. 


We have every confidence that in 
the very near future we shall be ex- 
tending these facilities to cover the 
whole of Canada. 


In view of the tremendous amount 
of suburban and city construction 
work now under way, we are further 
expanding to form a separate company 
—Ken Bell Signs, Signs to the Con- 
struction Industry Exclusively—to 
deal with this business. 


We operate our own fleet of trucks 
and Sign Erection Company, exclu- 
sively for our clients, who are thus at 
all times assured of prompt and in- 
dividual attention. © 





Architect's Services 
Continued 


in the construction industry, it is 
usual for any misunderstanding to be 
cleared up on a friendly and equitable 
basis before they reach the propor- 
tion where they must be submitted to 
law for decision. 


Two Fallacies 

There are two major fallacies re- 
garding Architectural services that 
are generally believed by laymen and 
perhaps by some contractors. First, 
that any building designed by an 
Architect is more expensive than one 
otherwise designed, and _ secondly 
that the Architect’s services during 
the construction phase of the project 
consists of policing contractors to pre- 
vent substitution of inferior work. In 
commenting on the first of these 
items, I feel that any experienced 
Architect can design a building which 
is more efficient for use, make more 
effective use of space that is provided, 
and use the same construction mater- 
ials at the same cost in a manner 
which is pleasing to the eye and that 
in fact the overall cost of construc- 
tion will be less than otherwise for 
similar quality building. With regard 
to the second item, all successful con- 
tractors and investors, are inherently 
honest business people. They all want 
to provide good quality buildings at 
low cost. 
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Architect's Broad 
Experience 

The quality of construction of any 
building, however, depends directly on 
the experience of the superintendent 
in charge of construction. The aver- 
age construction superintendent would 
build two buildings a year and in a 
ten year period would work on ap- 
proximately 20 buildings. The average 
Architectural firm would build 50 
buildings a year and in ten years 
would be instrumental in the erection 
of 500 buildings. While this does not 
prove that the Architect could replace 
the superintendent, it should be evi- 
dent that many problems of detail and 
finish, co-ordination and use of mater- 
ials which recur time and again to 
any Architectural firm would be new 
to a job superintendent and this may 
result in an incorrect decision if the 
superintendent makes these decisions 
without having further advice. 


There is also a tendency which is 
quite natural on the part of the super- 
intendent that if a mistake is made 
in the construction, it will often be 
overcome in the simplest and easiest 
way, although this may not necessari- 
ly be entirely satisfactory to the user 
of the building. The Architects con- 
tribution to the completed building 
is rather one of co-operation than one 
of policing and he makes available 
to both contractor and principal his 
experience in construction. 


In summing up, how to use Archi- 
tectural services, it is well to remem- 
ber that Architectural service is a co- 
ordinating service which carries with 
it a background of integrity, experi- 
ence, and responsibility and it should 
be employed by the Real Estate 
Broker as one of the services which 
he in turn co-ordinates in arranging 
building transactions with his princi- 
pals. In all matters pertaining to land 
use, solution of client’s building re- 
quirements, construction costs and re- 
sponsibility for adequate construction, 
your Principal’s best interests will be 
served through consultation and dis- 
cussion with an Architect. @ 


Suburbs Vs. City 


Continued 


now generally accepted as being es- 
sential to the health of the central 
business district. 


University Study 

The School of Law of Duke Univer- 
sity recently published a rather com- 
prehensive analysis of this question 
under the title of “Law Planning in a 
Democracy”, in which they dealt with 


such factors as the constitutionalit, 
of laws limiting the right of the pri- 
vate owner in his property. They 
point out that already the fee owner- 
ship of real estate has been limited hy 
the passing of zoning ordinances. 
building restrictions, taxation, cres- 
tion of improvement districts, and con- 
struction of highways of limited access 
and, in certain cases, with limited 
crossings in such a way that it is ne- 
cessary for property owners to travel 
distances which in effect have removed 


them a considerable distance from _ 


the business district to which they 
would normally be adjacent. 


The question as to whether or not 
there should be an extension of these 
limitations which are now accepted. 
as being necessary for the progress of 
the community, for esthetic objectives 
and for further protection of property 
as a whole, against the adverse effects 
which might follow from inability to 
obtain effective joint action. 


The question as to whether or not 
such control should be extended to 
provide the amenities in the central 
business district which are commoniy 
found in suburban shopping areas for 
the protection of the central business 
district; the question as to the extent 
to which discretionary power shouid 
be vested in zoning appeal boards. 


The question as to treatment of in- 
compatible uses in cases of zoning. 
all of these troublesome subjects are 
explored in this study by Duke Univer- 
sity in a fashion which opens up this 
problem for consideration by any 
thoughtful student of the problems ot 
the central business district. 


In commenting on the possible re- 
lationship of suburban real estate and 
the downtown business district in the 
future, it is my conviction that the 
downtown business district will always 
be present. It fulfills a function in our 
Canadian and American cities as we 
now understand them, that cannot be 
filled in any other way, but it is likely 
that the extent to which the central 
business district will be affected by the 
suburban developments will be con- 
trolled by the extent to which the 
central business district itself takes 
action to protect itself against these 
natural inroads of suburban develop- 
ment; and probably to the extent. to 
which legislation may be available to 
the majority owners in the central! 
business district by which they will 
be able to take unified action to deal 
with problems which are essentially 
problems of the district as a whole 
and cannot be dealt with by any one 
or group of property owners no mat- 
ter how well intentioned, or how wel! 
informed, or how willing they may be. 
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Post Conference 
Questionnaire 
on the 


12th Annual C.A.R.E.B. Conference 


Your Association would appreciate your views, likes and dislikes re- 
garding the past conference so those in the future can be improved 
to meet your needs. Just fill in the questionnaire as frankly as you like 
because your opinion will help mould the pattern and agenda of our 
future conventions. This questionnaire will be kept strictly confidential. 


. Name : nnd ss 
. Address ads 3. City 


. Which business session was most interesting to you? 


. Why? 


. Which round table was most interesting? 


. Which social function did you most enjoy? 


9. How can C.A.R.E.B. Conferences be made more interesting and in- 


formative? 


Return to H. W. Follows, C.A.R.E.B., 1883 Yonge St., Toronto 


For Christmas Gift Subscriptions see reverse side. 
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Canadian Realtor 


Christmas Subscriptions 


Are now available for your clients and business 


associates 


Give a gift subscription to your associates in the law, construction, insur- 
ance, mortgage and investment businesses. Your business friends and 
prospective clients will appreciate receiving the only Canadian magazine 


devoted to the latest thinking and up-to-date trends in the real estate 
business. 


This is a lasting gift which will remind your friends of you 12 times a year. A Gift 
Certificate will be mailed to the subscriber on receipt of your order. Subscription rate 
$5.00 a year. 







———————— 
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Subscription Dept., 


: The Canadian Realtor, 


Canadian Association of Real Estate Boords, 
1883 Yonge Street, 
Toronto. 


Please send a Christmas Gift subscription of the Canadian Realtor for one year to the following 
addresses starting with the January 1956 issue. 
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(Names and addresses of additional subscriptions may be attached to this form. Make cheques payable to Canadian 
Association of Real Estate Boards) 
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PROFESSIONAL 
LISTINGS 





J. Donald Dewar 
BARRISTER & SOLICITOR 


4891 Dundas St. W., 
TORONTO (Etobicoke) 
BE. 1-1731 










Anderson, Bourdon, 
Sinclair & Walters 
BARRISTER & SOLICITORS 


2881 Dundas St. W. 
RO. 7-2127 



















































Humphrey & Locke 
BARRISTER & SOLICITORS 


336 Bay Street, 
TORONTO 
EM. 4-5238 





Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 


Walter Smith & Co. 


Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 


Rates for Professional Listings 


For six insertions 
For twelve insertions oo... cccccceesccssseesesenes $80.00 





RESORTS 
FOR SALE 


INN & CABINS located on a nice 
sandy beach on Gaspe Tour, for sale. 
Apply P. Brisson, Cap Chat, East 
Gaspe, Quebec. 


TOURIST OUTFITTER RESORT: on 
Lake Superior, near Fort William. 
Nine Rental units, main lodge, all 
completely furnished including elec- 
tricity and water; boats, motors, 18 
acres, 4 mile off Trans Canada High- 


way. $22,000 cash. Inquire this publi- 
cation, 


ee 


CONSULT 
THESE SPECIALISTS 


GENERAL 


REAL ESTATE 


CORNWALL, ONT. 
Dominic A. Battista, Realtor, 
634 Augustus St., . 
Cornwall, (the Seaway City). 


FOR REAL ESTATE 
SALES 


CALGARY, ALTA. 


Burn-Weber Agencies, 
218 Seventh Ave. W. 


EDMONTON, ALTA. 


Spencer & Grierson Ltd., 
301 Northern Hardware Bldg. 


NIAGARA FALLS, ONT. 


David D. McMillan, 
1916 Main Street. 


TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


EDMONTON, ALTA. 


Don Reid Real Estate Co., 
11563 Jasper Avenue. 


EDMONTON, ALTA. 


L. T. Melton Real Estate Ltd., 
10154 - 103rd Street. 


FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
1215 May Street. 


HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


OTTAWA, ONT. 


Leddy-McFarlane Ltd., 
198 Bank St. 


TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


TORONTO, ONT. 


McClocklin-Lumb & Co. Ltd., 
30 St. Clair Ave. East. 


FOR FARMS 
AND RANCHES 


e EDMONTON, ALTA. 


L. T. Melton Real Estate Ltd., 
10154 - 103rd Street. 


e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 





WINDSOR, ONT. 
U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 


e VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton St. 


FOR IDEAL 
STORE LOCATIONS — 


e FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR PROPERTY 
MANAGEMENT 


e HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


e TORONTO, ONT. 


Shortill & Hodgkins Ltd., 
2781 Yonge Street. 


WINDSOR, ONT. 

U. G. Reaume Ltd., 

176 London St. W., 

802 Canada Trust Bldg. 


FOR APPRAISALS 


e EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
P.O. Box 37. 


e TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


Rates for Advertising 
In the ‘Consult These Specialists'' 


Department: 
Per 
Issue 
2 lines — 12 issues ............................. $3.00 
2 lines — 6 issues ............................. $3.50 
2 lines — less than 6 issues $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 
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TRAVEL WHEEL 


Our famous master information wheel provides routes 
and mileages from a given city to 100 key travel points. 
Available in individual editions for over 100 Canadian 
cities. Toronto also in 200 place twin-wheel edition. 


SAFE DRIVING 


Summarizes the mechanical, human and legal factors which 
the most modern research has proven to be vital to “Safe 
Driving.” 


PHONE WHEEL 


Enables you to list the butcher, the baker, and the candle-stick 
maker ona very convenient phone wheel. 


FIRST AID 

The First-Aider gives excellent, 40-topic coverage of authen- 
tic first aid information for use at home or while travelling. 
HOUSEHOLD HINTS 


Prized by all housewives for its valuable information on spots 
and stains, cooking, laundering, care of carpets, furniture, etc. 


BRIDGE SCORER 

This automatic contract bridge scorer is rated by many experts 
as the world’s best. Extremely easy to use, its retention is 
assured among the multitude of players and learners. 


COCKTAIL WHEEL 


Here are 40 well-chosen recipes covering all the better known 
cocktails and some new ones now coming into popular favour. 
The Cocktail Wheel is invaluable for entertaining. 


ANNIVERSARY WHEEL 

Gives origin of name of each month with its appropriate color, 
birthstone, meaning of birthstone and flower as well as the 
wedding anniversary gifts from first year of marriage to the 
sixtieth. 

100-YEAR CALENDAR 


Provides instantly the monthly calendar for any date from 
1891 to 1990. Very enthusiastically regarded by motorists 
and businessmen. 


Here’s an Idea 
For your Christmas and year-round 


PROMOTION 





EXgabeth Court 


Rooms with Telephone ond Corpets 
ect - Private Showers 





TRAVEL WHEELS AVAILABLE FOR FOLLOWING CITIES 


Ansonville, Ont. 
Amherst, N.S. 


Barrie, Ont. 
Belleville, Ont. 
Bowmanville, Ont. 
Bracebridge, Ont. 
Brandon, Man. 
Brockville, Ont. 
Calgary, Alta. 
Caliander, Ont. 
Campbellford, Ont. 
Chatham, Ont. 
Chilliwack, B.C. 
Cochrane, Ont. 
Collingwood, Ont. 
Cornwall, Ont. 


Dunnville, Ont. 


Edmonton, Alta. 
Edmundston, N.B. 


Fort Erie, Ont. 
Fort William, Ont. 


Galt, Ont. 
Gananoque, Ont. 
Georgetown, Ont. 
Glace Bay, N.S. 
Goderich, Ont. 
Gravenhurst, Ont. 
Grimsby, Ont. 
Guelph, Ont. 
Haliburton, Ont. 
Halifax, N.S. 
Hamilton, Ont. 
Hentai. Ont. 
Hull, 


Jackson’s Pt., Ont. 
Kamloops, B.C. 
Kelowna, B.C. 
Kingston, Ont. 
Kirkland Lake, Ont. 
Lethbridge, Alta. 
Lindsay, Ont. 


London, Ont. 


Madoc, Ont. 
Mattawa, Ont. 
Midland, Ont. 
Moncton, N.B. 
Montreal, Que. 
Moose Jaw, Sask. 
Napanee, Ont. 
Nelson, B.C. 

New Hamburg, Ont. 
New Westminster, B.C. 
Niagara Falls, Ont. 


North Battleford, Sask. 


North Bay, Ont. 


Oakville, Ont. 
Orillia, Ont. 
Oshawa, Ont. 
Ottawa, Ont. 
Owen Sound, Ont. 


Parry Sound, Ont. 
Penticton, - 
Pembroke, Ont. 
Perth, Ont. 
Peterboro, Ont. 
Pr. Arthur, Ont. 
Port Colborne, Ont. 
Prince Albert, Sask. 


Princeton, B.C. 
Quebec City, Que. 


Regina, Sask. 
Renfrew, Ont. 


St. Catharines, Ont. 
St. Hyacinthe, Que. 
St. Thomas, Ont. 
Saint John, N.B. 
Sarnia, Ont. 
Saskatoon, Sask. 


Sault Ste. Marie, Ont. 


Simcoe, Ont. 
Sherbrooke, Que. 
Smiths Falls, Ont. 
Stouffville, Ont. 
Stratford, Ont. 
Sturgeon Falis, Ont. 
Sudbury, Ont. 
Sydney, N.S. 


Three Rivers, Que. 
Timmins, Ont. 
Toronto, Ont. 
Trail, B.C. 
Trenton, Ont. 


Vancouver, B.C. 
Victoria, B.C. 


Wallaceburg, Ont. 
Welland, Ont. 
Whitby, Ont. 
Windsor, Ont. 
Winnipeg, Man. 
Woodstock, Ont. 


CANADIAN ADVERTISING ENTERPRISES 


TORONTO 1, CANADA 


392 BAY STREET 


Here’s the ideal solution to your promo- 
tion problem — costs less than most 
Christmas cards yet won’t be destroyed 
or thrown away. Any two of these 
wheels may be combined at 50% extra 
cost. Here are our special “Order-by- 
Mail” prices. 


Envelopes........ 11/:¢ each, any quantity. 


Single Wheels 250 @ 131/c 
500 @ 11l4c 


1000 @ 10c 
5000 @ 8 
10,000 @ 7c 


Plus 10% Sales Tax — 
Prices F.O.B. Toronto 


Canada. 


Please send me Sample 


250 
500 
1,000 
5,000 
10,000 


NAME 
ADDRESS 


CITY OR TOWN 
(Attach copy and cuts for 


OOOO 


To: Canadian Advertising Enterprises, 
392 Bay Street, 


Toronto | 


(Enclose 


25c} 


Enclose 25% of order 
value by cheque or 
money order 


personal ienprints) 
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